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Some Old Ideas 


Members of our agency organization are trained 
to believe that the real, underlying function of life 
insurance is to provide monetary compensation in 
some degree for the loss of the breadwinner in the 
average family. We respect the “large buyer” of 
insurance and we appreciate his business, but at the 
same time we are convinced that the underwriter’s 
first duty is to the man to whom life insurance 


protection is most essential, the “average man.” 





In this particular, then, we are fundamentalists. 








Illinois Life Insuranee Co. 


Illinois Life Building Chieago 1212 Lake Shore Drive 


Raymond W. Stevens, President 























cA Few Policy 
Contracts 


Endowment at Age Sixty-Five. 
20 Payment - 

Continuous Premiums 

Multiple Option (Coupon Policy). 

Central Life Select Risk Ordinary 
Life 

Modified Ordinary Life. 

Modified Term Expectancy 

Continuous Monthly Instalment 

Juvenile Twenty Pay Endowment 
at Age Eighty-five. 

Juvenile Endowments maturing at 
any specified ages between six- 
teen and twenty-one. 

Five Year Term with Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 

in addition to above special 


policies. 
vW 


Location 


The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 

Our Central location enables us 
to serve promptly all territories. 


“Ww 


Affiliations 


OUR PROGRESSIVENESS is 
manifested through our active par- 
ticipation with co-operative groups 
interested in the modern trend of 
Life Insurance. The Company or 
its officers are members of the 
following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


aa 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 

The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
occasional Contests so arranged 
that large and small producers 
alike can win. 



































CENTRAL LIFE 
INSURANCE 
COMPANY 


OF ILLINOIS 
CHICAGO 


& 2 


ALFRED Mac ARTHUR + President 


R.E.IRISH + + + Vice President 


HE Central Life Insurance Company is 
agency-minded. Aggressive field trained 
executives with years of actual experience 
behind them direct this twenty-two-year-old 


organization. 


The remarkable strides in growth taken by 
this Old Line Legal Reserve Company are 
attributed largely to the harmony existing 
between the Home Office and the field. 
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Underwriting 
Facilities 
Participating Life Insurance. 
Non-Participating Life Insurance. 
Annuities — immediate and de- 
ferred. 
All Non-Participating policies par- 
ticipate when paid-up. 
A broad selection of policy con- 
tracts. 
Policy contracts free from restric- 
tions. 
Policy contracts free from techni- 
calities. 
Cash value available at the end of 
second year. 
Automatic premium loan privilege 
keeps business in force. 
Juvenile policies. e 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 
Age limits one day to sixty-five. 
Non-Medical business up to three 
thousand dollars. 
Excess interest paid on funds left 
with the company. 
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cAgency Contract 


Liberal First Year Commissions. 
Non-Forfeitable renewals. 

All contracts direct with company. 
Home Office Agency. 

Service Department. 
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You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 
Ordinary Life Non-Participating 
Rate Age 35—19.71 
Modified Term Expectancy 
Rate Age 35—14.03 
A special 31 year term policy with 
po ae loan, paid-up and extended 
insurance values, conversion priv- 
elege without examination within 
26 years. 


Ww 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency Man- 
agers, 
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Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, III., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. Hererorp, President 


SPRINGFIELD LIFE 


INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 
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Six Signs of Success 


(1) 


(2) 


(3) 


(4) 




















(S) 


(6) 


In its twenty-three years, has never con- 
tested a death claim. 


Each year since 1920 dividend payments 
to policyholders have exceeded death 
claim payments. 


Has never reduced policyholders’ divi- 
dends but has declared several extra 


dividends. 


Net premiums consistently low because 
of high net interest earnings, low mor- 
tality rate and economical management. 


Furnishes some plan of insurance to 98 
per cent of applicants; has had an aver- 
age mortality for twenty years as low as 
any well-established company. 


From the inception of the Company, 
Midland’s performances have exceeded 
its promises. 


Would a general agency contract with 
such a Company interest youP Write 
the Agency Department for details. 


THE MIDLAND MUTUAL 
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LIFE INS. Co. 
COLUMBUS, OHIO 


Assets Over $18,000,000 
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Disability Cost 
Increases Soon 


General Action Expected by Com- 
panies to Put Benefit on 
Sound Basis 


BOOST IS 50 PERCENT 


New York Life and Mutual Life to 
Make New Schedules Known 
Next Week 


NEW YORK, Dec. 26.—As the new 
year opens, many companies will be in 
line with the new program of adequate 
rating for disability, taking the new 
clause to be adopted under the standard 
code under advisement until May or 
June. 

As it is not required that the new 
clause be adopted till the end of June 
next year, few, if any others than the 
Metropolitan, will promulgate their 
clauses much before that date. On the 
other hand, to avoid the rush for the old 
form of disability at the present too-low 
rates, most companies are increasing 
their rates at once on the old clause. 
lwo companies besides the Metropolitan 
already have announced new scales and 
others are expected to do so in the next 
lew days. 

Heavy Increases Involved 


rhe new disability rates are being put 
quite generally on the basis of the 1925 
investigation report. This calls for in- 
teases from 50 percent to 100 percent. 
The companies are freely taking the 
‘step without regard to the action of 
thers, in the realization that adequate 
rates are essential if the business is to 
underwritten at all. If there are some 
companies which prefer to cut rates and 
take consequent losses, that does not 
worry the companies so much as it did 
formerly, 

The race for volume and the competi- 
tive leniency in disability benefits has 
now been eliminated once and for all, 
and life insurance as a whole will take 
ts disability business on a sound and 
rohtable basis in the future. 


Two Companies’ Announcements 


Thus far, the Mutual Life of New 
York and the New York Life have an- 
nounced their plans, though the actual 
‘chedules will not be out till next week. 
te Metropolitan, of course, issued both 
‘S new rates and new form a month 
ago. This is the only company which 
will do this and it is for the reason that 
— Metropolitan was the only company 
with a tour months’ clause, and thus it 
aid not have to restrict its policies by 
the new code. 

With the other companies, restriction 
the sential and they are leaving that for 
, ‘ast moment possible. They are, 
_. Wever, stepping up their rates at once, 
s *S did the Metropolitan, for they fear 

rush for business at old rates at the 


(CONTINUED ON PAGE 25) 7 














Volume Significant in 1929 





Henry F. Tyrrell Gives High Lights of Life Insurance— 
Pays Respect to Three Departed Leaders—Says 
Many Questions Remain for Solution 





Notwithstanding stock market specu- 
lation and crashes, reduced business 
tempo which immediately follows a presi- 
dential election and an increased de- 
mand of American people for the lux- 
uries of life, the outstanding feature of 


the life insurance business this year 
has been volume. 
This is on the authority of Henry 


Franklin Tyrrell, legislative counsel of 
the Northwestern Mutual Life, who 
sums up in his 1929 life insurance re- 
view the high lights of the year in this 
great business. 

“It is estimated that over $13,000,000,000 
of new straight life insurance, exclusive 
of industrial, growp and fraternal, was 
put in force in American companies in 
1929, which establishes a new record 
for all time,” he says. “American life 
insurance is about 80 years old, and it 
took until July, 1929, for its total in 
force to reach the $100,000,000,000 mark. 
Based upon the production of 1929, with 
assured increases in the coming years, 
it is safe to say that the next $100,- 
000,000,000 will have been attained in 
about ten years. 


Americans Still Underinsured 


“This tells tersely of the impressive 
volume of American life insurance, and 
still the American public is greatly 
underinsured, despite the fact that it 
carries nearly 90 per cent of all the life 
insurance in force in the world. 

“Mere volume—regardless of its grati- 
fication to managements as indicating 
success—does not mean very much to 
the general public. The average policy 
in force in American life insurance com- 
panies at the present time is approx- 
imately $2,400. This indicates that the 
great bulk of such protection is held by 
the man of small means. 

“It seems demonstrable that the 
wealthier a man gets, the less life in- 
surance he carries in proportion to his 
general assets. The bulk of American 
life insurance is held by men who in- 
vest a big proportion of their available 
assets in life insurance. 


Bulwark of Poor Man's Estate 


“American life insurance, therefore, 
is taken as a means of protection by the 
poor man rather than the rich, and con- 
sequently the bigger the volume, the 
better it will be for the rank and file, 
who, after all, are the backbone of this 
nation, 

“Next in importance in the life in- 
surance business in 1929 was the adop- 
tion by the National Convention of In- 
surance Commissioners of the United 
States, at its annual session held at To- 
ronto, Canada, in September, 1929, of 
the report of the joint committee of 
company and insurance department ac- 


tuaries, prescribing a uniform type of | 


coverage at adequate rates and reserves 
for double indemnity and disability an- 
nuity. Those who are connected with 
life insurance in an official 
fully appreciate the significance of this 
action. The decision of the commission- 


capacity | 











ers already has been made the subject 
of specific ruling in several state insur- 
ance departments. 

York 


Far-reaching Step in New 


feature 


97 


“Another important was the 
amendments to Section the New 
York insurance laws relating to the cost 
of life insurance, adopted for the avowed 
purpose of checking extravagance. 
While objections were offered to these 
amendments at the time they were pro- 
posed, most of the opposition has dis- 


of 


appeared, and companies seem to be 
operating satisfactorily under the 
amended section. It may be noted in 


passing that the permissive use of the 


American Men table as a minimum 
standard of valuation recognized by 
these amendments was really a far- 


development of life 


reaching step in the 
insurance. 

“The relationship of the stock mar- 
ket to life insurance came into greatest 
prominence toward the close of the year, 
and although attendant experiences may 


not have been altogether satisfactory 
while pending, the circumstance gave 
opportunity for serious thought, both 


as to existing conditions and future pos- 
sibilities. 


Company's Experience on Loans 


“To show the extent of the policy 
loan business during the month included 
between the latter part of October and 
the corresponding period of November, 
while activity in the stock market was 
at its height, the experience of one lead- 

(CONTINUED ON PAGE 25) 





| Reviews Past Year 








HENRY F. TYRRELL 


Legislative Counsel Northwestern 
Mutual Life 





Dividend Scales 
Remain Steady 


Little Noted 


Formulas for 


in Basic 
1930 
Apportionment 


Change 


SOUND LEVEL REACHED 


“Quantity Production” Only Way to 
Lower Net Costs—Metropolitan and 
Prudential Distributors 


NEW YORK, Dec. 


dividend announcements being issued or 


26.—Year-end 
prepared widely throughout the country 
paint a general picture of life insurance 
stability, with few changes in scale. The 
largely those of readjust- 


changes are 


ment and actuarial refinements. 
It is not expected that there will be 
the 


companies 


any general change in dividend 


of American and 


schedules 

it is widely believed that dividends have 
now reached the maximum and will re- 
main there. The period of market in- 
flation has passed and, though that did 


not much affect the type of investment 
held by life companies, it did permit 
some to readjust their programs to a 


lower net cost which normal experience 
will permit them to retain. 


Leaders Retain 1928 Scales 


Such companies as the Metropolitan, 
Prudential, Equitable of New York, Mu- 
tual of New York, New York Life and 
others are retaining their 1928 scale of 
dividends, with slight revisions to read- 
just to experience in certain age groups 
or policy forms, but the same basic 
scale. 

It is believed unlikely that many com- 
panies this year will make any upward 
revisions in dividends. A more cautious 
program, that of retaining the present 
scale, nevertheless represents a marked 
appreciation over the average of a few 
years ago and puts life insurance net 
costs at a point considerably below that 
of a decade ago. In fact, what was a 
minimum net cost a decade ago is now 
more nearly an average 


Costs on Stable Level 


The general belief is that life insur- 
ance has reached its minimum net cost 
for at least the present cycle of business 
activity. Operating costs have been cut 
to a minimum and investment incomes 
have been stepped up to a@ maximum 
The only possible means of increasing 


the latter item is through legislation 
which will permit life companies to in- 
vest in common stocks—and it is be- 


lieved certain that little will be heard of 
this much argued question for some 
time, in view of the stock market fiasco. 
The combination has enabled most com- 
panies to scale up their dividends to a 
new net cost basis which is probably 
the lowest that can be reached until a 
new cycle of business development is 
encountered. 
(CONTINUED ON PAGE 26) 
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Suggested Plan 
for Big Risks 


Problem of Handling Cases of 
$200,000 and Over Vital 
to Business 





SOME ACTION IS SOUGHT 


Is Not Only Home Office Matter, 
Being Guided Largely by Agents 
and General Agents 


NEW YORK, Dec. 26.—Adjoining 
this column is a suggested list of es- 
sentials for safety in the selection of 
$1,000,000 risks, a measure for basic 
underwriting in the field of large poli- 
cies of value to both home office under- 
writers and life underwriters in the field. 
Every agent has this problem before 
him, perhaps not on a $1,000,000 line, 
which is the unusual, if the dream of 
all, but the same problem exists and 


the same essentials apply all the way 
down the scale to the $200,000 policy, 
or perhaps even smaller risks, which are 
now written in sizeable quantity 
throughout the country. 


Is Chief Problem 


The question of big policy under- 
writing is today one of the chief un- 
solved problems of the life insurance 
business. It is not a new problem, 
having been clearly recognized over a 
decade ago. The old American-Cana- 
dian mortality investigation report of 
1915 showed a much heavier death rate 
on large policies than on the smaller 
lines, the measure taken at that time 
being those $50,000 or more and those 
$100,000 or more. That report gave a 
mortality experience of 117 percent on 
the classification of $50,000 or more and 
131 percent on the classification of 
$100,000 or more. That of itself was 
sufficient to point to need for caution 
in the underwriting of large risks, but 
it was not all of the story of big policy 
underwriting, for in 1915, the big policy 
was just coming into recognition and— 
perhaps of equal importance—the public 
and the agency ranks had not become 
learned on the practice of “putting 
over” questionable risks, as has seemed 
to be the case in recent years. 


Grown in Importance 


The past decade has seen the growth 
of the big policy business into an im- 
portant phase of the total business. 
Whereas the $100,000 policy was a 
jumbo line 15 years ago, that is a very 
common policy today and it requires a 
quarter million policy to earn the title 
of big risk and perhaps a half million 
dollar line to qualify as a jumbo policy. 
Just where the division is today be- 
tween ordinary and jumbo risks is not 
at all definite and probably varies with 
company size and procedure, but it 
might be generally accepted that big pol- 
icy underwriting begins at about $200,- 
000 and in the aggregate represents a 
large and vital branch of the business, 
with units running into the millions 
entering the disbursement columns at 
each death report in this division. Thus 
it is important and the home offices 
quite widely recognize this. Figures are 
constantly before them in evidence of 
it and, though at least two companies 
show a very favorable experience on 
large risks, the experience with prac- 
tically all companies is on the average, 
with a much heavier loss on large risks 
than on small ones—and potentialities 
even greater. 

As suggested, a further aggravation 
of the situation has developed in recent 
years with the general education of the 








Take Over Philadelphia Agency 














RUSSELL U. HERGESHEIMER AARON C, FINKBINER 


_.With the retirement Dec. 31 of C. B. and H. M. Taylor as general agents in 
Philadelphia for the Northwestern Mutual Life, after 23 years with that company. 
Russell U. Hergesheimer and Aaron C. Finkbiner take charge of that agency, in 
which both have been big producers. 








Essentials for Safety in the 
Selection of $1,000,000 Risks 














1. The company must have confidence in the agent who submits the appli- 
cation and must use caution in writing the business of brokers, as lack of personal 
knowledge precludes confidence in or control over their activities. 

* * & 
_ & The applicant must have sound reasons for making the application. It 
is especially important to ascertain the motives of an applicant who has previously 
carried a comparatively small amount of life insurance. 

* * * 

3. Million dollar applications should have the personal attention of the chief 
medical director who should determine the necessary medical procedure, such as 
the collaboration of heart experts and others, for each case as it arises. 

* * 


4. The company should have the benefit of the best available medical opin- 
ion on the physical condition of the applicant, and no expense should be spared 
to obtain such opinions. The average cost of medical examinations is $1.50 per 
thousand or say $1,500 per million. On this basis a total medical expense of $100 
or even more would be justified for an application of one million dollars. The 
ordinary routine $5.00 medical examination by the company’s regular examiners, 
even if repeated on another day, is not adequate. 

x * * 


5. The company must be satisfied that the amount applied for is justified 
by the worth and income of the applicant. The general standing and business 
career of the applicant should be investigated and great care exercised where suc- 
cess has been recently achieved. The permanency of large income must be 
assured and cases of a speculative character should not be considered. 

* 


6. A special investigation by the mercantile agency best equipped to report 
in the particular locality should be secured and a liberal allowance made the 
agency for the necessary expense in securing the same. The habits and mode of 
life of the applicant are of great importance and the exact information which is 
so essential is often not available to the average inspector. Highly paid men 
must be employed. , 

* * * 

7. The company should obtain from the applicant himself a statement of his 
worth and income for the last three years and also particulars of his principal 
financial interests. 

* * * 

8 The general policy of the company in regard to the selection of risks for 
insurance is a matter for determination by the chief executive of the company. 
The attitude of the chief executive towards the officials and departments con- 
cerned in the selection of risks and in the carrying out of the company’s general 
selection policy will in the last analysis determine whether a safe selection of 
million dollar risks is made by the company. 

* * 


9. All the time necessary for a complete investigation and consideration of 
the risk should be assured to those responsible for its acceptance or rejection. 


Haste is very dangerous. 
* * * 


10. Officials responsible for the selection of risks should have in individual 
cases the unqualified support of the chief executive officers in their decisions, 
which should be final. 














public insurancewise, in life insurance | and not always have they been presented 
as in all other branches. “Doctored” | with total innocence on the part of the 
applications have become not infrequent | (CONTINUED ON PAGE 17) 





Hart Optimistic 
About Business 





Effect of Market Break Over- 
Estimated, Says Penn Mutual 
Vice-President. 


HAS FAITH IN FUTURE 


Americans Have Excellent Recuperative 
Powers and Will Not Be Content 
to Lower Standards 


MEMPHIS, TENN., Dec. 26.—An 
optimistic outlook for the future of busi- 
ness of the country as a whole, and the 
south in particular, was sounded in an 
address by Hugh D. Hart, vice-presi- 
dent of Penn Mutual Life, here before 
more than 100 policyholders who were 
guests of Bolling Sibley, Penn Mutual 
general agent in Memphis. 

“In my judgment the effects of the 
stock market break have been over- 
estimated. It is a habit of our people, 
and of our newspapers to over-estimate, 
and to over-play our ebb and flow of 
business. 


Many “Paper” Losses 


“Tt has been estimated, and perhaps 
correctly, that the ‘paper’ losses in the 
stock market debacle came to approxi- 
mately $15,000,000,000. But nobody has 
ever said anything about the unreality 
of computing as actualities, unrealized 
paper losses. It is foolhardy to assume 
that there was an actual loss of any 
such amount. Let us say that the 
Americun people have suffered an actual 
loss of 50 percent of the total paper 
shrinkage or $7,500,000,000 as result of 
the break. 


Loss One-third of Income 


“There are two features to this situa- 
tion to which I wish to allude. One is 
that the American people have an annual 
income of approximately $100,000,000,- 
000. If there is a capital loss of $7,500,- 
000,000, the yield on those stocks would 
not average in excess of 5 percent. 
Therefore, the loss in income would be 
about $375,000,000, or a little more than 
¥ percent of our annual income. i 

“The other factor to which I refer is 
the fact that we are carrying a financial 
reserve of approximately $103,000,000, 
000 of nonshrinkable, nondeclinable, 
nonpanicable life insurance. If we may 
theoretically set aside the $15,000,000; 
000 in paper losses from our $103,000, 
000,000 of life insurance, the America 
people still carry a margin—if we may 
use a stock market term—a margin 0! 
$88,000,000,000. 


Constructive Effort Made 


“There are three reasons why this 
country will not suffer greatly by this 
loss: First, the American people hav¢ 
wonderful recuperative powers. The 
United States has only 5 percent of the 
total world population, but it does mort 
than 40 percent of the world’s busines: 

“Second, this crisis was handled dit 
ferently from other such disasters. Tht 
great minds of America, and the head 
of our great banking institutions workeé 
in coordination to avoid a panic. The! 
not only pooled their money and tf 
sources, but pooled their intelligence a” 
experience, and our great leader, Pres” 
dent Hoover, came to the front with no 
only advice but constructive effort. 


Spirit Safeguards America 


“And finally, the American peop" 
have become accustomed to the highe* 
standards of living known to man, 2m 
in my judgment they will refuse to g™ 
it up.” 
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Sales Increase 
Eight Percent 





Sales Research Bureau Reports 
Favorable Production in 
All Sections 





UNPRECEDENTED GROWTH 


Better Trained Men and Stock Market 
Break Account for Satisfactory 
Showing of Companies 





HARTFORD, Dec. 26—The year 
1929 has been one of unprecedented 
growth in the field of life insurance. 
Sales of new ordinary life insurance dur- 
ing the past 12 months represent a vol- 
ume of business 8 percent greater than 
was sold in the preceding year. This 
increase appears even more remarkable 
when it is considered that during the 
year 1928 sales in the country as a whole 
increased 5 percent over the volume sold 
in 1927. Every year since 1921 the 
United States has increased its invest- 
ment in new ordinary life insurance un- 
til in 1929 the figure will be about 90 
percent greater than the annual volume 
paid for in 1921. The large increase in 
1929 is not due to exceptional activity 
in certain sections of the country but is 
brought about by increased sales in every 
section. During the last months of the 
year the decline in the stock market has 
been stimulating sales. Those who lost 
during the stock market crash have 
bought life insurance as a means of re- 
storing to their estate at least part of 
the amount which was lost in the de- 
flation of securities. 

March Sets Record 


The volume of business sold each 
month in 1929 exceeded that of the same 
month in 1928. March sales of ordi- 
nary life insurance set a new record for 
the largest volume ever paid for in a 
single month. This information is pre- 
pared by the Life Insurance Sales Re- 
search Bureau of Hartford, based on the 
experience of 78 companies which on 
Jan. 1, 1929, had 88 percent of the total 
legal reserve ordinary life insurance in 
force in the United States. 

This steady increase in the sales of 
life insurance is due to two factors; one 
coming from within the business itself, 
the other from outside. The companies 
themselves have realized the value in 
the adequate selection and training of 
agents and agency managers. The high 
pressure salesman is being replaced by 
an agent who is a student of his busi- 
ness and its relation to potential and 
actual policyholders. This new force 
from within the companies themselves 
is having a favorable effect on the qual- 
» ee well as the quantity of business 
SOlc 

Two Different Factors 


The second factor, more recent, is 
nevertheless making itself felt. Life in- 
surance sales are closely related to eco- 
nomic conditions. The recent depression 
in the stock market has led to specula- 
tion as to the effect on business, and 
therefore on life insurance. People who 
recall the panic of 1921 have anticipated 
a pronounced business recession. There 
is, however, a distinct difference between 
the panic which occurred in 1921 and 
the stock market crash of 1929. In 1921 
there was an excessive commodity spec- 
ulation which affected the whole busi- 
ness structure of the country. This was 
accompanied by a credit shortage which 
lorced interest rates on loans to exces- 
sive heights. In contrast to the panic 
of 1921, the deflation of 1929 was con- 
fined almost entirely to the stock mar- 














Consider Pooling of 
Funds Left in Trusts 


PHILADELPHIA, Dec. 26.— 
A new thought in the handling of 
life insurance trusts by trust com- 
panies was advanced by Leslie G. 
McDouall, associate trust officer 
of the Fidelity Union Trust Com- 
pany of Newark, N. J., in a speech 
here. It was the pooling of vari- 
ous trusts by the trust company 
so that they, as well as the life 
companies, can operate under pool 
arrangements. 

“My own company,” he said, “is 
considering a program of pooling 
trust funds, where the proper au- 
thority is given, so that the funds 
of various trusts may be used to 
buy a participation in a pool. I 
believe this principle is a sound 
one.” He went on to say that this 
plan would give the trust com- 
panies a wider diversification of 
investments and make the chances 
of losses even slimmer than they 
are now. 











Nebraska Commissioner 
Rules Against Annuities 





Holding that single premium annuity 
policies cannot be written by life insur- 
ance companies, Commissioner Dort of 
Nebraska rules that policy forms of this 
character submitted to him will be dis- 
approved. Mr. Dort says that in reach- 
ing his conclusion he is assuming that 
the articles of incorporation or charters 
of life insurance companies limit their 
transactions to writing risks involving 
life contingencies. In annuity contracts, 
he finds, the companies assume no risk. 
It is true, he says, that in some instances 
it has been sought to place a life con- 
tingency in the contract by virtue of 
two distinct contracts, one involving the 
purchase of life insurance and the other 
the purchase of a life annuity. He finds, 
however, that the authorities construe 
such separate contracts as one contract, 
designed to effect the interests of the 
parts to the same end, as though in- 
cluded in a single contract. Since such 
contracts are thus construed, he does 
not believe it to be permissible to allow 
the indirect accomplishment of that 
which could not be directly accom- 
plished. 








ket. In 1929 we are aided by much sta- 
tistical information compiled by trade 
associations and by the government 
which was not available in 1921. The 
business conditions in the country are 
basically sound, loans are available at a 
reasonable rate and the financial condi- 
tions of the major industries are such 
that their earnings in the first of this 
year have placed them in a position to 
withstand a temporary dullness. Sales 
of life insurance are an indication of ex- 
isting business conditions. Figures just 
issued show that during the past month 
the United States as a whole purchased 
a volume of insurance 7 percent larger 
than in 1928. Every section of the coun- 
try shared the increase and reported in- 
creased sales. 
ivery Section Increases 


The comparison of sales of ordinary 
insurance in 1929 to 1928, which follows, 
shows that every section has increased 
its production in November and the past 
year. 


Sales 
Nov. in Past 

Sales 12 Months 
United States ........ + 7% + 8% 
New England .......:; 2% + 7% 
Middle Atlantic ...... + 7% + 9% 
East North Central....+ 5% +10% 
West North Central...+15% + 6% 
South Atlantic ....... + 5% + 4% 
East South Central....+11% + 1% 
West South Central...+ 2% + 5% 
BEEMAN cc ccccccesese + 7% +12% 
PEE «cb bccccstesecoes + 8% +11% 


Committees for National 
Association Are Named 





NEW YORK, Dec. 26.—Standing and 
special committee appointments for the 
National Association of Life Under- 
writers for the coming year have been 
announced this week by President S. T. 
Whatley and Managing Director Roger 
B. Hull. The list of personnel shows 
long study of available material over 
the entire country and the selection rep- 
resents practically every section and 
practically every company field organiza- 
tion, an unusually broad sweep being in- 
cluded this year. The committee chair- 
men, all of whom have accepted the 
posts, are all eminent life underwriters, 
long active in association work and well 
qualified to handle the particular duties 
assigned in their respective committees. 
The list follows: 

Publication—John C. McNamara, Jr., 
chairman, Guardian Life, New York; 
Ernest J. Clark, John Hancock Mutual, 
Baltimore; Lee D. Hemingway, Connecti- 
cut Mutual, Pittsburgh; Herman Jeffers, 
Midland Mutual, Columbus; Harold D. 
Krafft, State Mutual, Washington, D. C. 

Sducational—Miss B. B. Macfarlane, 
chairman, Pan-American Life, New Or- 
leans; A. H. Bennell, Mutual Life, 
Youngstown; Stanley B. Coffin, Union 
Central, Phoenix; Roy L. Davis, Central 
Life, Chicago; Lara P. Good, Prudential, 
San Diego; H. P. Gravengaard, Aetna 
Life, Columbus; George L. Hunt, New 
England Mutual, Hartford; Guy Mac- 
Laughlin, Franklin Life, Houston; E. J. 


Sisley, Travelers, New York; Stuart R. 
Strong, State Mutual, Portland, Ore. 
By-Laws—Llioyd K. Allen, chairman, 


Union Central, Boston; Thomas E. Hand, 
Reliance Life, Jackson, Miss.; E. W. 
Mudgett, Fidelity, Burlington; Harry J. 


New York Life, Canton; Bolling 
Sibley, Penn Mutual, Memphis; E. N., 
Strong, National Life of Vermont, Port- 
land, Ore. 

Law and Legislation—Henry J. Powell, 


Roach, 


chairman, Equitable Life, Louisville; 
Edward S. Brashears, Union Central, 
Washington, D. C.; R. J. Guinn, New 


Atlanta; John S. Marsh, 
Cleveland; A. P. 


England Mutual, 
Northwestern Mutual, 


Woodward, Connecticut General, New 
York. 
Membership—George W. Ayars, chair- 


Los Angeles; Mrs.. Zura Z. Brown, 
Lincoln National, Fort Wayne; E. P. 
Langley, Metropolitan, Lewiston, Me.; 
Frank A. Neyhart, Penn Mutual, Tacoma; 
Oo. P. Schnabel, Jefferson Standard, San 
Antonio; Charles L. Scott, Massachusetts 
Mutual, Kansas City; Paul W. Simpson, 
Aetna, Indianapolis: Sidney Wertimer, 
Prudential, Buffalo. 

Institutional Advertising — Julian S. 
Myrick, chairman, Mutual Life, New 
York; Gordon Campbell, Aetna, Little 
Rock; O. Sam Cummings, Kansas City 
Life, Dallas; William M. Duff, Equitable 
Life, Pittsburgh; George D. Kederich, 
New York Life, New York; Harold 
Pearse, Guardian, Cleveland. 

Budget and Finance—Robert L. Jones, 
chairman, State Mutual, New York; 
Clancy D. Connell, Provident Mutual, 
New York; John C. McNamara, Jr., 
Guardian Life, New York; Julian S&S. 
Myrick, Mutual Life, New York. 

Resolutions—Leon A. Triggs, chairman, 
Berkshire, Minneapolis; Stanley Ed- 
wards, Aetna Life, Denver; Claude 
Fisher, Connecticut Mutual, Des Moines; 
John H. Russell, Pacific Mutual, Los 
Angeles; Leon Gilbert Simon, Equitable 
Life, New York; Maurice H. Stearns, 
John Hancock, Providence. 

Cooperation With Trust Companies— 
Franklin W. Ganse, chairman, John Han- 
cock, Boston; A. Rushton Allen, Union 
Central, Philadelphia; Norris Bokum, 
Massachusetts Mutual, Chicago; H. T. 
Burnett, Reliance, Pittsburgh; Homer G. 
Hewett, Northwestern National, Houston; 
Arthur S. Holman, Travelers, San Fran- 
cisco; Graham C. Wells, Provident, New 
York. 

Cooperation With U. 8S. Chamber of 
Commerce—J. K. Voshell, chairman, Met- 
ropolitan, Baltimore; A. lL. Baldwin, 
Northwestern Mutual, Washington, D.C.; 
H. W. Bishop, Volunteer, Chattanooga; 
Fred C. Hathaway, Mutual Life, Los 
Angeles; Ralph C. Lowes, Lincoln Na- 
tional, Peoria; James H. Rutherford, 
Phoenix Mutual, Cleveland. 

National Councillor in U. 8S. Chamber 
of Commerce—Franklin W. Ganse, John 
Hancock, Boston. 


man, 





Senior Council—John W. Clegg, chair- 


Penn Mutual, Philadelphia; John 
Metropolitan Life, Washington, 
Charles W. Scovel, Northwestern 
Pittsburgh; Frank E. McMullen, 
Massachusetts Mutual, Los Angeles; 
Henry J. Powell, Equitable Life, Louis- 
ville; L. Brackett Bishop, Massachusetts 
Mutual, Chicago; Neil D. Sills, Sun Life, 
Richmond, Va.; Ernest J. Clark, John 
Hancock, Baltimore; Hugh M. Willet, 
Penn Mutual, Atlanta; John Newton 
Russell, Jr., Pacific Mutual, Los Angeles; 
Lawrence Priddy, New York Life, New 
York; J. K. Voshell, Metropolitan, Balti- 
more; J. Stanley Edwards, Aetna, Den- 
ver; John A. Shuff, Union Central, 
Cneinnati; A. O. Eliason, Minnesota Mu- 
tual, St. Paul; Graham C. Wells, Provi- 
dent Mutual, New York; Frank L. Jones, 
Equitable Life, New York; Julian S. 
Myrick, Mutual of N. Y., New York; Paul 
F. Clark, John Hancock, Boston. 


man, 

Dolph, 
D. C.; 
Mutual, 


University of Minnesota 
Takes Group Insurance 


A group life insurance policy for 
$6,289,000 covering faculty members and 
employes of the University of Minne- 
sota has been awarded jointly to the 
Minnesota Mutual Life of St. Paul and 
the Northwestern National Life of 
Minneapolis. 

The insurance provides $10,000 death 
or disability coverage for professors and 
teachers, for which they pay $75 a year 
and the university $50. It is optional 
with present members of the faculty 
whether they come under the plan but 
is compulsory with new members. Other 
employes are offered policies for $1,000 
or $2,000. Those who have been in the 
employ of the university 20 years or 
more will be given $2,000 free insurance. 


CRISWELL IS IN CHARGE 
OF THREE WEST STATES 





Clinton F. Criswell, who was formerly 
executive secretary to the Chicago Life 
Underwriters Association, who becomes 
western supervisor of agencies of the 
United States Life with headquarters in 
Chicago, will operate chiefly in Ohio, 
Indiana and Kentucky. Mr. Criswell 
was manager of the Cleveland Life Un- 
derwriters Association before going to 
Chicago. He spent 15 years in the Pres- 
byterian ministry before taking up his 
work at Cleveland, He is a student of 
salesmanship and educated in Toronto, 
Chicago and at Columbia. 





Samuel Is Absolved 


of Misrepresentation 











In connection with the suit brought 
by Albert D. Samuel, a life insurance 
agent, against William Fox, clothing 
manufacturer, to recover $4,800 on a 
note, it has developed that the superin- 
tendent of insurance of New York has 
made a thorough investigation of the 
entire transaction. While Mr. Fox al- 
leged in his answer that Mr. Samuel 
was guilty of false representations and 
fraud in inducing him to give up $52,000 
of insurance carried by him in other 
companies, together with the giving of 
a rebate on the first premium, a state- 
ment given out at Superintendent Con- 
way’s office indicates that Mr. Samuel 
has been guilty of no irregularity. 

Not only had no false and fraudulent 
statements been made, but Mr. Sam- 
uel’s freedom from rebating was defi- 
nitely established by the investigation. 

It is regretful that a statement of Mr. 
Fox’s contentions should have found its 
way into print in light of the true cir- 
cnumstances concerning the transaction 
and THe Nationa UNDERWRITER wishes 
to take this opportunity to apologize to 
Mr. Samuel for its carelessness in print- 








ing so distorted a version of the case. 
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$100,000,000,000 of life insurance was in force, 
at the end of July, 1929, in the legal reserve 
companies of the United States, num- 
bering about 300. Over $7,000,- 
000,000, or more than ONE- 
FOURTEENTH, of this 
total is in this 
Company. 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. . . . President 
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Court Assumes 
State Function 


Judge Names Own Receiver for 
People’s Life in Stockholder’s 
Suit 


BLOW TO DEPARTMENT 


Exclusive Jurisdiction of Illinois Direc- 
tor in Insolvency Cases Is Suc- 
cessfully Challenged 


A function of the Illinois department 
of trade and commerce and of the in- 
surance department, that of appointing 
a receiver for a financially involved car- 
rier, was taken out of the directors’ 
hands last week by the circuit court of 
Cook county, IIl., by the appointment of 
Erwin A. Meyers as receiver for the 
People’s Life of Chicago. Mr. Meyers 
is a member of the law firm of Ekern 
& Meyers, h's partner being Herman L. 
Ekern, former Wisconsin commissioner. 

The constitutionality of the Illinois 
liquidation act had been questioned pre- 
viously when the state sought to have 
the Great American Casualty of Chi- 
cago declared insolvent. Under the act, 
Director Leo H. Lowe is authorized to 
appoint receivers for insolvent insurance 
companies. The action in the People’s 
Life case by Judge W. J. Lindsay does 
not directly challenge this provision in 
the liquidation act, but instead sets up 
the right of Illinois courts to appoint 
receivers in such cases even though the 
insurance department may have ap- 
pointed others, or be intending to do so. 
Thus it is said the provision makes it 
possible to have two receivers for one 
insolvent company. 


No Liquidation Intended 

The People’s Life receiver is expressly 
forbidden by the court to liquidate the 
company, but instead is directed to seek 
reinsurance offers for it. In the interim 
the reinsurance deal with the Mississippi 
Valley Life of St. Lou‘s remains in 
abeyance. 

Judge Lindsay's order prohibited the 
holding of a stockholders’ or directors’ 
meeting last Saturday, or from post- 
poning or adjourning such a meeting 
until further order. It also prevents the 
new officers of the People’s Life, elected 
by interests in the North American 
Company, St. Louis holding corpora- 
tion, from disposing of any assets, prop- 
erty or cash. 

Judge Lindsay’s order is seen by in- 
surance men to be a severe blow at the 
central liquidation bureau set up in the 
insurance department under the recent 
law, as in this case it takes direct con- 
trol of an impaired company, and of re- 
insurance arrangements out of the 
insurance department's hands. 


Result of Stockholder’s Suit 


This action resulted from suit brought 
by C. J. Stromberg, a stockholder, in 
which he charged that the old officers 
had approved the Mississippi Valley deal 
under pressure from the St. Louis inter- 
ests, that assets had been transferred to 
St. Louis and that since the new officers 
were elected an exorbitant sum in sal- 
aries has been paid out. 

An affidavit of C. J. Lutterloh, former 
secretary-treasurer of the People’s Life 
and now assistant secretary, was filed 
with the court showing that J. D. 
De Buchananne, now president, had re- 
ceived $750 salary since Nov. 19, Paul 
L. Temple, vice-president, $500, and 
John V. Sees, attorney for the new offi- 
cers, $500. 

Although Thlinois 


the attorney-gen- 








eral’s office has been represented by as- 
sistants at the hearings held all last 
week, the state made practically no ei- 
fort to contest the action for a receiver 
separate from the official one usually 
named by Director Lowe. 

Judge Lindsay expressed the opinion 
that the old directors of the People’s 
Life still hold office although they re- 
signed Nov. 20 when Mr. De Buchan- 
anne and his associates assumed contro] 


Those Who Are Named 


The injunction order was directed 
against Mr. De Buchananne, G. R 
Tabor, C. G. Kiggins, J. V. Sees, W. F 
Temple, A. R. Miller, T. J. Kiggins, P. 
F. Tabor, J. N. Mitchell, George De 
3uchananne, J. B. Smith, H. O. James, 
A. O. Runkle, G. C. Hargrave, P. F. 
Temple, new vice-president under the 
Mississippi Valley reinsurance agree- 
ment, the North American Company 
and the Mississippi Valley Life, both of 
St. Louis. 

Bond for the receiver was set at $50,- 
000 and the injunction bond at $25,000 

It was intimated at the hearing that 
this will not be the only attempt to 
contest the procedure of declaring insur- 
ance companies impaired in Illinois, and 
of conducting their liquidation. It is said 
to be entirely possible that with this 
case as a precedent an attempt may be 
made to have the court appoint its own 
receiver in two liquidation cases now 
pending, those of the Great American 
Casualty and the Peerless Mutual, both 
of Chicago, and possibly go even farther 
back and secure court appointed receiv- 
ers for companies now well advanced in 
process of liquidation. 

De Buchananne Makes Statement 


Mr. De Buchananne, who with Paul 
L. Temple negotiated the deal, said in 
St. Louis this week that he considered 
the reinsurance proposition offered by the 
Mississippi Valley to be the best of sev- 
eral offered to the People’s Life. He 
said that following usual custom the 
St. Louis company placed its own rep- 
resentatives in control of the Chicago 
company and he was asked to serve as 
president and Mr. Temple as secretary) 
during the 30-day period necessary un- 
der Illinois law for taking over business 
of an insurance company. 

He denied that there was anything ir- 
regular in the proceedings. Comment- 
ing on the report that he, Mr. Temple 
and Mr. Sees paid themselves $1,750 out 
of the People’s funds for their first 
month’s salary, Mr. De Buchananne said 
they had received pay for only half a 
month. 





Date of Commissioners Rally 


Col. Howard P. Dunham, insurance 
commissioner of Connecticut, who i 
president of the National Convention 
of Insurance Commissioners, states that 
the tentative date of the second week 
of September for the annual meeting 
of his organization in Hartford has now 
been definitely settled as the permanent 


meeting week. Colonel Dunham wil! 
therefore not only be the president but 
the state official host. 


General Agents Had Meeting 


General agents of the Equitable Life 
of Iowa held their annual two day meet- 
ing at the home office with approx 
mately 60 in attendance. 

Dr. Charles J. Rockwell of Chicag 
and Walter E. Welch of Kansas Cit) 
were the principal speakers. Meetings 
were presided over by President Henr 
S. Nollen. 


Announce New York Speakers 


Speakers for the meeting of the Nev 
York Association of Life Underwriters 
Jan. 14 will be Clinton F. Davidson 
president Estate Planning Corporation 
on “Increasing Your Average Policy 
Conrad V. Dykeman, superintendet 
Prudential in Brooklyn, on “Half # 


Century of Life Underwriting,” and > 





S. Voshell, manager of the Metropol 
tan in Brooklyn, on “Fifty Years * 
Life Insurance.’ 


M. L. 
Editor 
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because! 


Life Association News 
is read and appreciated 


WHY do we receive requests from our readers for 
thousands of reprints and additional copies? 





by its 21,000 readers!! 


Home Offices recognize the 
great work of the National 
Association of Life Under- 
writers in spreading the 
gospel to its more than 
20,000 members and are 
eager to express their ap- 
proval—and at the same 
time give it their moral and 
financial support—through 
advertising in the National 
Association’s official organ. 


Publicity Men know the 
value of contact with this 
huge army of successful 
agents estimated to be 
writing 85 per cent of the 
Life Insurance protection 
written annually in the 
United States. 


M 


W HY has our circulation gained 
more than 30% in the past year? 


W HY has our income from advertising in- 
creased 20%? 


M 
B 
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You are looking forward to your 
1930 Advertising Appropriations 


<< Brw 


Is Your Company 
Represented? 


LIFE ASSOCIATION NEWS 


The Official Organ of the National Association of Life Underwriters 


. M. L. Hoffman 
$f Editor and Manager 


11 West 42nd Street, New York City 


Wilfrid E. Jones 
Associate Editor and Advertising Manager 
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Interesting Observations 
at Dedication Meeting 





At the dedication of the office build- 
ing of the American Bankers at Cass 
and Ohio streets, Chicago, Judge Byron 
K. Elliott, manager of the American 
Life Convention, ins his talk declared 
that the life insurance institution is a 
most important part of the fabric of hu- 
man life. Continuing he said: 

“The plane upon which life proceeds 
will be elevated in the cases of more 
than 60,000,000 American people because 
they are named as beneficiaries in poli- 
cies of life insurance. It affects their 
existence in the most intimate way. It 
provides means for necessities, educa- 
tion and the comforts of life. 


Concerned With Human Activity 


Life insurance is concerned with ev- 
ery ; gene of human activity. It is in- 
terested in occupation and changes in 
occupation. Its scientific laboratories 
determine and appraise the effect upon 
the human race of the various condi- 
tions to which it is subjected. It is 
unique in that it provides the man who 
has no estate, a means of creating an 
immediate estate, and gives the more 
fortunate ones an opportunity of en- 
larging estates which they have. 


Period of Good Will 


“No time could have been chosen for 
the dedication of this building more ap- 
propriate and fitting than the period of 
pac will and benevolence attending the 
celebration of Christmas. Life in'sur- 
ance is probably the most benevolent 
institution in American life. Its great 
concern from both the spiritual and cold 
business standpoints is the health and 
welfare of the American people. It is 
designed to compensate as far as is 
humanly possible for incapacity and 





death; its greatest interest is that these 
disasters be reduced to a minimum, We 
are now engaged in the dedication of a 
building, but let us not forget that we 
are doing more than that,—we are lay- 
ing the cornerstone of happiness and 
the basis of protection for many of our 
fellow citizens. 
President Stevens’ Address 


President R. W. Stevens of the IIli- 
nois Life gave some statistics regarding 
Illinois life insurance and the subject at 
large which are interesting. He said: 

“On Jan. 4, 1909, the year in which 
the American Bankers began its busi- 
ness, there were 158 American legal 
reserve life companies, of which 13 had 
been chartered by Illinois. Of those 
145 foreign companies 63 were licensed 
to operate in this state. The total or- 
dinary insurance in force of these com- 
panies on Jan. 1, 1909, was, in round 
figures, 12 billions, of which amount 
our home state companies were carry- 
ing the insignificant sum of only $164,- 
000,000. The then total insurance in 
force in Illinois was $814,000,000, of 
which our own state companies held 
only $59,000,000. 

Change in 20 Years 


On Jan. 1, 1929, just 20 years after, 
there were 311 American legal reserve 
life insurance companies. Twenty-seven 
of those companies held charters issued 
by our own state and 133 chartered by 
other states were oe to do busi- 
ness here. On Jan. 1, 1929, the total 
ordinary legal reserve life insurance in 
force in our United States companies 
was 70 billions and of the $2,000,000,000 
held by our Illinois companies, more 
than one-third was on the lives of the 





citizens of this state. At the beginning 
of this year the people of our state 
were insured in all companies to the 
total amount of $5,600,000,000 of which 
insurance $600,000,000, or more than 
10 percent, was on the books of com- 
panies under the management of our 
own fellow citizens. 


Symbol of Aggressiveness 


“The substantial percentage of all the 
legal reserve life insurance in force in 
American companies that is held by the 
companies chartered by Illinois is a sat- 
isfying symbol of their aggressiveness, 
and the very large percentage of the 
insurance of the Illinois companies that 
is carried on the lives of citizens of 
this state is impressive evidence of the 
esteem in which they are held by their 


home folks who should best be able 
to judge as to the quality and the 
value of the service which they are 


rendering in competition with their 
competitors who march in Illinois 133 
strong.” 


Warns of Marriage Insurance 


The Better Business Bureau of St. 
Louis has issued a warning against a 
matrimonial finance association which 
has been endeavoring to sell marriage 
and baby endowment insurance cer- 
tificates. The organization has head- 
quarters in Corsicana, Tex., and ac- 
cording to the bureau has not been 
licensed in Missouri to sell this kind of 
insurance, and also the laws of Missouri 
do not permit operations of any asso- 
ciations of the kind. The certificates 
provide that a member shall receive $1,- 
000 upon marrying, while another cer- 
tificate agrees to pay $250 upon the birth 
of a child. The company proposes to 
operate on the assessment plan. The 
membership fee is $10 and assessments 
$1.25 each. Assessments are made when 
a member marries and additional as- 
sessments may be made for an emer- 
gency fund. 





Purchase of Shenandoah 
Has Now Been Announced 


PART OF IMPORTANT GROUP 





Associated Life Companies, One of 
Caldwell & Co. Corporations, Takes 
Control of Roanoke Institution 





LOUISVILLE, Dec. 26.—Announce- 
ment is made by Carey G. Arnett, 
president Associated Life Companies, of 
the purchase by that company of sub- 
stantial holdings in the Shenandoah 
Life, of Roanoke, Va. No changes in 
the location or personnel of the Shen- 
andoah are contemplated. 

The Shenandoah Life began business 
in 1916, and has progressed at a splen- 
did rate. In this period, insurance in 
force has grown to approximately $85,- 
000,900, and capital, surplus and re- 
serves to more than $4,600,000. 

Officers of the Shenandoah Life are: 


Robert H. Angell, president; E. Lee 
Trinkle, active vice ——— W. L. 
Andrews, secretary; J. H. Dunk- 


ley, medical director; rf Brookes Smith, 
actuary; Louis St. J. Thomas, auditor; 


F. C. Collings, assistant secretary and 
treasurer; Chas. E. Ward, agency man- 
ager. 


The company operates in Virginia, 
District of Columbia, Maryland, Penn- 
sylvania, New Jersey, Massachusetts, 
Ohio, North Carolina, South Carolina, 
Georgia, Florida, Alabama, Tennessee, 
Kentucky and West Virginia. 


Directors Are Named 


Associated Life Companies was or- 
ganized several months ago by a group 
of prominent insurance men and bank- 
ers. The directors probably will in- 
clude the following: C. G. Arnett, presi- 
dent, Inter-Southern Life; Henry Alm- 

(CONTINUED ON NEXT PAGE) 
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New Officers Revamp 
Federal Reserve Life 


COMPANY HAS NET SURPLUS 


State Department Is Assisting the Di- 
rectors in Keeping the Machinery 
Moving Smoothly 


All arrangements had been made to 
reorganize the Federal Reserve Life of 
Kansas City, Kan., and elect new offi- 
cers when an attack was made on the 
company by County Attorney White, 
who endeavored to have a receiver ap- 
pointed but was restrained by the court. 
B. Frank Bushman of Detroit, who was 
formerly head of the General Casualty 
& Surety, and who is the chief stock- 
holder in the Grange Life of Lansing, 
has taken charge as president, moved to 
Kansas City, and will be the main factor 
in keeping the company in shape. Some 
$300,000 has been contributed to wipe 
out the impairment. 


New Officers in Charge 


The new officers are now in charge. 
Herbert W. Jordan, vice-president, has 
resigned as chief examiner for the Kan- 
sas insurance department, to give all his 
time to the company. The other 
directors are Assistant Attorney Gen- 
eral John G. Egan; E. R. Sloan, attor- 
ney for the Bank Savings Life of To- 
peka, whois also attorney for the Kansas 
Executives of Life Insurance Companies, 
and J. H. Sandell, cashier of the Peoples 
National Bank of Kansas City, Kan., 
and former national bank examiner. 

The business is going along, the com- 
pany writing $1,000,000 a month. The 
examination will bring its affairs down 
to Dec. 31. 


Preparing the Notice 


Charles F. Hobbs, Kansas insurance 
commissioner, and J. G. Egan, assistant 
attorney general in charge of insurance 
questions, are preparing the notice for 
the hearing on the examiners’ report of 
the Federal Reserve Life. The exact 
date of the hearing has not been fixed 
because of the other three states which 
are expected to participate in the hear- 
ing. It probably will be during the first 
week in January. Illinois, Indiana and 
Missouri examiners participated in the 
examination of the company last sum- 
mer and the insurance commissioners of 
these states will be invited to participate 
in the hearing. 

In the meantime the state has blocked 
every effort of the lawyers and others 
who were seeking control of the com- 
pany through receivership proceedings 
im order to collect large fees as receiv- 
ers, attorneys and employes, _which 
would be available if the company were 
placed in the hands of a receiver. 


Will Assist New Organization 


Tl ‘ . . 

The State is prepared to assist the 
new organization in the suits to recover 
money which the examiners reported 


had been wrongfully diverted from the 
treasury. The hearing must be given 
to permit whatever explanation may be 
offere 1 of the transactions and then de- 
termine what should be done to recover 
any lost funds. 
se effort of the state has been 
in nn a receivership pending the hear- 
the of the report of the examiners and 
he efforts of the new directors to clean 
house and get the company into a good 
‘nancial condition. The details of the 
report of the examiners cannot be made 
public until the hearing and there is no 
ormation available now as to what 
the exact financial status of the com- 
op be be. But the state is prepared 
until oe raiding of the company 
Fe je financial condition has been 
ermined and it has been learned what 


assets nay 
a sets may be recovered by the new 
Organization. ; 





Purchase of Shenandoah 
Has Now Been Announced 
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stedt, Almstedt Brothers, Louisville; R. 
H. Angell, president, Shenandoah Life; 
A. B. Banks, president, Home Accident, 
Home Fire and Home Life of Little 
Rock, Ark.; Rogers Caldwell, president, 
Caldwell & Co., Nashville, Tenn.; J. 
D. Carter, vice president, Caldwell & 
Company, Nashville; Henning Cham- 
bers, Henning Chambers & Company, 
Louisville; J. R. Downing, vice presi- 
dent, Citizens Union National Bank, 
Louisville; C. O. Milford, president, 
Southeastern Life of Greenville, S. C.; 
Norman R. Moray, president, Southern 
Surety of New York and Southern Fire 
of New York; Robert Rodes, president, 
Citizens National Bank, Bowling Green, 
Kentucky. 

With the addition of the Shenandoah 
Life to the Associated Life Companies 
group, this company now controls or 
owns a substantial capital stock interest 
in companies having more than $275,- 
000,000 of insurance in force. 


to read 





Fall is the time have a per- 
sonal copy of The 


sent to your home. 


National Underwriter 


Baltimore Agents Take 
Stand on Common Stocks 


DO NOT WANT BARS DOWN 


Life Underwriters Association Is Op- 
posed to the Proposal to Lib- 
eralize Investment Laws 


The Baltimore Life Underwriters As- 
sociation has come out in no uncertain 
terms against a liberalization of the in- 
vestment laws permitting companies to 
hold common stock. The association 
took the following action: 

Whereas, The investments of life com- 
panies have been carefully restricted 
and common stock purchase prohibited 


by the license laws of the states most 
influential in the conduct of life insur- 
ance management, and in view of the 
fact that the long period of continually 
rising market price of common stocks 
tended toward a suggestion that more 
leeway be given to investment policy, 
and: 

Whereas, In the midst of the recent 
stock market break and even before 


prices had reached their low marks, a 








move was made by some in authority to 
remove restrictions on investments of 
life insurance funds and authorize and 
even urge the throwing of billions of 
dollars of policy reserves into the pur- 
chase of common stock in order to sta- 
bilize the unsettled stock market, and: 


Opposed to Any Change 


Whereas, It is reported that a recom- 
mendation will be made to the next leg- 
islature of New York State for an 
amendment to the present statute so as 
to permit the purchase of common 
stocks by life companies for investment. 

Resolved, That the Baltimore Life 
Underwriters’ Association takes this oc- 
casion to make known its position in 
the matter, and that it is unalterably 
opposed to any change in present state 
regulations which would weaken the 
stability of the great institution of life 


insurance. The recent effort to use, as 
a cat’s paw, the carefully protected 
funds of millions of policyholders em- 


phasizes the danger of lessening in any 
way the safeguards which have served 
to hold life insurance assets intact. 


Romig Made Educational Supervisor 


J. H. Romig, with 13 years’ insurance 
experience, five of them as agency super- 
visor of the Monarch Life, Winnipeg, is 
appointed educational supervisor of the 
Canada Life. 
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vides for its agents area Mail 
Advertising Service, an exten- 
sive line of Goodwill Builders 
(gifts at cost for prospects and 
policyholders), a new Baby 
Health Service, and a complete 
supply of sales literature. 


MORE THAN THREE 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parcswent 
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“You Bet I’m 
Goin’ to Be a Pilot 


Railroad engineer, police- 
man, pilot—what not? We 
all, c : 
smile at the youthful en- 
thusiasm. There’s no telling 
how far he will go—if he has 
the chance. 


Giving such children the 
chance — that’s where Ju- 
venile Policies fit in. And 
Pilot Life offers an attractive 
array. 


It is but one phase of a multiple line, 
brimful of opportunities. 


Here are the tools: 


Participating and non-partici- Sub-standard risk contracts. 


pating plans. ; 
Complete accident coverage, 


Non-medical on men and including policies for children. 


women. 
Training school and home 


Endowment and ordinary life ; 
office assistance. 


policies on children. 


Liberal first year and non- 
forfeitable renewal commis- 
sions. 


Disability and double indem- 
nity contracts for both men 
and women. 


Agency Openings Throughout the South 
T. D. Blair, Agency Manager 


PILOT LIFE 


Insurance Company 
Greensboro, N. C. 











Father and Sons Form 


an Interesting Galaxy 





OFFICE BUILDING DEDICATED 





American Bankers New Structure in 
Chicago Is Opened With Appro- 
priate, Impressive Ceremony 


The prominent participation by fath- 
ers and sons in the dedicatory exercises 
of the new office building of the Amer- 
ican Bankers at Cass and Ohio streets, 
Chicago, last Friday was a feature that 
was impressive. Frederick H. Rowe, 
president, who made the dedicatory ad- 
dress, is the main factor in the com- 
pany. His son, C. Y. Rowe, first vice- 
president, presided over the exercises. 
R. Y. Rowe, secretary and superintend- 
ent of agencies, assisted in the recep- 
tion. William H. Babcock, head of W. 
H. Babcock & Son, real estate men and 
accountants, who figured conspicuously 
in the appraisal and working out the 
cost plans, spoke, as did his son, Henry A. 
Babcock, of the firm. FE. P. Strandberg, 
Sr., head of E. P. Strandberg & Co., the 
contractors for the building, spoke as 
did his son, E. P. Strandberg, Jr. Henry 
W. Price, attorney, who assisted in the 
building enterprise; Childs & Smith, the 
architects; W. G. Baird of Baird & 
Warner, the renting agency, all had rep- 
resentatives present who spoke. 

President Stevens a Speaker 


R. W. Stevens, president of the IIli- 
nois Life, brought the greetings of the 
Chicago companies and referred to the 
historic neighborhood of the new build- 
ing. 

Henry W. Hanson, Illinois assistant 
director of trade and commerce at 
Springfield, brought the greetings of the 
insurance department. Judge Byron K. 
Elliott, manager of the American Life 
Convention, was on from St. Louis to 
speak for that organization. George R. 
Kendall, president of the Washington 
Fidelity National of Chicago, repre- 
sented the Industrial Insurers Confer- 
ence. He called attention to a marked 
change in cooperative conditions. Some 
years ago F. H. Rowe was running the 
Mutual Health & Accident of Jackson- 





ville, while Mr. Kendall had the Wash- 
ington Health & Accident of Spring- 
field, Ill. Those were the days of cut- 
throat competition and there was no 
cogperation in the industrial disability 
field. Now companies respect the rights 
of others. 

H. R. Gordon Speaks 


Harold R. Gordon, executive secre- 
tary of the Health & Accident Under- 
writers Conference, spoke for that or- 
ganization. C. M. Cartwright of THe 
NATIONAL UNDERWRITER was a speaker. 

There was a large attendance of field 
men, officials and department heads of 
the American Bankers together with a 
number of friends. President John Pat- 
terson of the Midland Casualty and his 
son, Kenneth Patterson, were present 
from Milwaukee to add further luster 
to the father and son program. Charles 
M. Biscay, ordinary manager of the 
Western & Southern Life, was present 
during the ceremony. 


Make Inspection of Building 


An inspection, of the building was 
made. There were beautiful bouquets 
sent in by admiring friends in the lobby 
on the auditorium floor. The building 
is a 12-story structure. The American 
Bankers acquired frontage both on Ohio 
and Cass streets in 1911, the space being 
occupied by apartment buildings of 
shape which were remodeled for home 
office purposes. The company then 
procured additional property to give it 
ownership of the entire corner. The 
building is well appointed and very com- 
fortably arranged. The Chicago branch 
office and some of the home office work 











will be carried on in Chicago but the 








main executive offices will remain in 
Jacksonville. 
Actuary Makes Prediction 


Prediction that Chicago would be the 
financial center of the nation within the 
next 20 years, and appreciation to Presi- 
dent Rowe for the strong part he has 
played in strengthening Illinois insur- 
ance law, were contributions of Donald 
F. Campbell, director and consulting a 
tuary of the company, at its annual 
agents’ convention in Chicago, a part oi! 
the dedication ceremonies. 

The convention was attended by mor 
than 100 industrial, ordinary life and 
casualty agents, and was distinguished 
also by the address of Jackson Coch- 
rane, Colorado commissioner. The com- 
missioner stated that the solvency 
the business rests upon the agents, and 
it is their responsibility to keep the com- 
panies in order and prevent catastro- 
phes. 

Charles M. Biscay Spenks 

A highlight of the meeting was tlie 
luncheon address the first day of Charles 
M. Biscay, manager of the ordinary de- 
partment, Western & Southern Life, 
who gave many pungent truths and phi- 
losophies about industrial and ordinary 
production gathered from his long ex- 
perience as an insurance newspaper man 
and life manager. His subject was “In- 
creasing Ordinary Production.” 

“Some industrial men go around 
blandly and sell life insurance without 
studying prospects, whether they should 
take industrial or ordinary insurance,’ 
he said. “There is no doubt such an 
agent could improve ‘his production 50 
percent to 100 percent if someone took 
an interest in him. That’s why we don't 
get ordinary business out of every class 
of men. The home office is largely to 
blame. If any man fails after we select 
him it is the home office to blame. Peo- 
ple today demand and are entitled to 
that kind of service.” 

See Unlimited Opportunity 


C. Y. Rowe, first vice-president and 
treasurer, and R. Y. Rowe, secretary 
and superintendent of agencies, ad- 
dressed the gathering, in addition to 
President Rowe, emphasizing that life 
insurance has been demonstrated by the 
recent stock crash to be the one su- 
preme investment and that sales oppor- 
tunity is unlimited now. 

Excellent records were hung up by a 
number of the agents, the leader in in- 
dustrial for the year being Sam Ross of 
the Chicago district, who wrote an in- 
crease of $104.75 and secured 97 percent 
collections. 


Receiver Is Appointed for 
Mississippi Life & Casualty 





By order of court, Louis Halam, 
Jackson, Miss., attorney, has been ap- 
pointed receiver for the Mississippi Life 
& Casualty. The receivership was 
granted by Judge V. H. Stricker on the 
request of a majority of the stockhold- 
ers and Ben Lowry, state insurance 
commissioner. 

L. C. Cadenhead, former fiscal agent 
of the company, is under charges of mis 
representation in selling stock and A. 
L. Oubre, former treasurer, is serving 
10 years for conviction of embezzling 
in connection with the failure of the 
Bank of Kemper at Scooba, Miss. 








“The Essentials of Life Underwriting,” 
which contains the original and only pet 
fected treatment of “Life Insurance 4 
a Property Investment,” is compulsory 
study for every agent coming into the 
John Hancock Agency of Paul F. Clark 
Past President of The National Asso 
ciation of Life Underwriters. The entire 
Course, including Prospecting, Planning 
Work and Keeping Records, Selling and 
Sales Talks, and Settlement Options, 
costs $24—payable $2 monthly (afte 
January 1—$36). 
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NEWS OF COMPANIES 











HOME STATE IN THE LEAD 


Iowa Takes the First Place in Produc- 
tion in Equitable of Iowa 
Ranks 


Che paid-for production of the Equit- 
able of Iowa in November was $6,909,- 
468. Iowa paid for $1,014,981 and led 
all states for the month. Other leading 
states were: Pennsylvania, $901,549; II- 


linois, $872,549; Ohio, $819,471, and 
Missouri, $625,528. 
Iowa is also leading state for the 


year to date with a total paid-for busi- 
ness of $12,279,073. Pennsylvania holds 
second place with $11,995,228 and Ohio 
is third with $10,941,200. 

The Kansas City agency, with $583.- 
778, led all agencies in November. This 
total gives Kansas City third place in 
the total production for the year. The 
Rice agency of Harrisburg was second 
with $337,800 in November and main- 
tained the position as leader of all agen- 
cies for the year. Other leading agen- 
cies for the month were: Griffin, In- 
gram & Pfaff, Chicago, $270,000; Pitts- 
burgh, $252,520; Paugh & Hadley, Co- 
lumbus, O., $223,020; H. Hendricks 
agency, Decatur, IIl., $197,500, and C. 
R. Walker, Cleveland, $195,895. 


Home State Life 


\ wider field will be sought by the 


Home State Life of Oklahoma City after } 


the first of the year, according to plans 
completed at a directors’ meeting. The 
report to the directors showed that 
$900,000 of stock has been sold and that 
the company now has $5,000,000 of busi- 


Several Changes Made in 
Fidelity Mutual Ranks 








E. G. Wigfield, purchasing agent and 
manager of the supply department at the 
head office of the Fidelity Mutual Life, 
has been made secretary to the presi- 
dent. President Walter Lemar Talbot, 
who was formerly the Fidelity Mutual's 
supply clerk, employed Mr. Wigfield as 
an errand boy in 1894. He continued in 
that department and became first assist- 
ant under Karl Collings. When Mr. Col- 
lings left for field work, Mr. Wigfield 
succeeded him. Therefore, Mr. Wigfield 
and President Talbot are brought to- 
gether in direct contact again. Samuel 
McGarvey becomes manager of the sup- 
ply department. He has been Mr. Wig- 
field’s right hand man for a number of 
years, having entered the Fidelity Mu- 
tual service in 1921. Mr. Wiefield suc- 
ceeds Howard G. Shearer, who died in 
November after seven weeks’ illness. 

Clarence T. Feddeman. for a number 
of years cashier of the Philadelphia de- 
partment of the Fidelity Mutual Life at 
the head office, has been transferred to 


the agency department where he is mak- 
ig special studies of agency lapse rec- 
ords. He entered the service of the Fi- 


(elity as assistant cashier in 1922 and 
later was made cashier. 

Arch J. MeQu'lkin has been appointed 
cashier. He entered the service of the 
company as an office boy in 1913, later 
Was transferred to the president’s office 
and in March, 1923, resigned to take up 
underwriting in the field. 


Equitable of Iowa Leaders 


/ Bell of the Griffin, Ingram & 

agency, Chicago, was the leading 
nal producer for the Equitable of 
Owa in November, having paid for 
82.500 of business. G. J. Van Osdol 


of Indianapolis paid for $125,000 of 
usiness. Other leaders for the month 
ee: G. W. Burton. Chicago, $68.259: 
:, \ Randall, Williamsport, $61,505, 


ay DD t 


! NN 


Rice, Baltimore, $51,500. 


| the 


ness, 


secured within the past few 
months, 


It is capitalized at $1,000,000. 


Charlotte Life 


By the terms of a deal completed with 
the temporary officers and directors of 
Charlotte Life of Charlotte, N. C., 
R. S. Dickson & Co., Charlotte invest- 
ment house, has purchased the unsold 
portion of the first 20,000 shares of capi- 
tal stock and in addition have made an 
agreement to sell an additional 30,000 
shares at not less than $20 per share. 
The annual election of directors and 
officers will be held Jan. 15. Offices will 
be established in the Wilder building. 


Lincoln National Gains 


In November the Lincoln National 
Life reported a gain in paid business of 
$5,794,750 over November, 1928. The 
gain in paid business for the year to 
date, over the same period in 1928 is 
$48,995,150. 

Macnab Succeeds Kembar 


A. K. Kembar has left the Dominion 
Life after five years as head of its ad- 


CALIFORNIA 


MINNESOTA 
for Leading Cities. 


OHIO 








Openings at 


TOLEDO — COLUMBUS — DAYTON— 
CLEVELAND and other points 


ILLINOIS 
CHICAGO 


$12,000,000.00 in Force 





(Recently admitted) 
General Agencies open in leading cities. 


Special Openings throughout the State. 


vertising and business promotion de- 
partment, to enter the advertising field 
in Toronto. His successor is F. F 
Macnab, who has had some years’ expe- 
rience in advertising work with other 
Canadian life companies. 


Investment Manager Named 


Wayne Burns has been added to the 
home office organization of the Reserve 
Loan Life at Indianapolis, becoming 
manager of the investment department. 
He has had a splendid experience in 
this field. The Reserve Loan Life has 
now over $11,000,000 of assets that 
its loan department is assuming greater 
proportions. 


so 


New Life Insurance Book 

The “Insurance Field” of Louisville 
has put out in book form the series of 
contributions that have been made to 
that publication by Walter Cluff on “Life 
Underwriting Efficiency.” During the 
summer and fall Mr. Cluff wrote a se- 
ries of articles in the “Insurance Field,” 
being in the nature of a course of study 
in life underwriting. Mr. Cluff is in 
charge of the Kansas City Life’s de- 
partment of instruction and was a suc- 
cessful personal producer before taking 
up educational work. The book sells for 





$1 a copy. 
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Gets Large Business 
From Its Policyholders 











The Equitable of Iowa secured 37.8 
percent of the total business for Novem- 
ber from old policyholders, making the 
percentage for the year from this source 
39.2 percent. 

G. J. Van Osdol of the Indianapolis 
agency was the leader from policyhold- 
ers in November, having secured $122,- 
000 from this source. G. W, Randall of 
Williamsport was second with $47,- 
780 and I. W. Myers of the Griffin, In- 
gram & Pfaff agency, Chicago, with 
$37,000 took third place. 

The Kansas City agency led all agen- 
cies in business secured from policy- 
holders with a total of $182,000. For 
the year to date 10 agencies have paid 
for over $1,000,000 each from _ policy- 
holders of the Equitable Life of Lowa. 


Metropolitan Adds to Official Staff 

Dr. Edmund W. Wilson, Dr. A. Bur- 
ton Wilkes and Dr. Charles Coleman 
Berwick have been appointed assistant 
medical directors of the Metropolitan 
Life. Edward C. McDonald is elected 
assistant secretary. 








Opportunities 


TEXAS 
PASO, RIO GRANDE VALLEY, 
WEST TEXAS 

IOWA 


In Central and Western Parts 


MICHIGAN 


Managers for FLINT—SAGINAW 
GRAND RAPIDS—KALAMAZOO— 


BATTLE CREEK—LANSING 


CENTRAL ILLINOIS 
$13,000,000.00 in Force 


Agents wanted throughout the state 


INDIANA 


BAY CITY 


FLORIDA 


Managers in principal cities. 


The Company is a Leader in its Home State 


Openings for Capable Men 
EVANSVILLE—TERRE HAUTE 


All contracts direct with Home Office 


INSURANCE IN FORCE 


To Dec. Ist. 
$95,000,000.00 


Indianapolis Life Insurance Company 


For Agency information, address Frank P. Manly, President 
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General Agency 


LOUISVILLE 


KENTUCKY 


and adjacent territory 





Liberal First-Year Commission 
Splendid Non-Forfeitable Renewals 


Generous Expense Funds 





The man we seek is one who is successful. 
He is probably one whose further progress is 
hampered by prevailing circumstances over 
which he has no control. He is ambitious, 
farseeing, and energetic. He knows how to 
organize and inspire a sales force. His health 
is good. His character is satisfactory. This 
man has a worthwhile opportunity awaiting 
him in our staff of General Agents. 


We assist our General Agents in securing 
salesmen. Our Sales Promotion service helps 
the individual producer. 

We write low net cost Participating and 
Non-Participating insurance on both sexes, 
from 30 days to 65 years of age. Our Juvenile 
plans are leaders of value. 

It will pay you to investigate this attractive 
opening to advancement for yourself. 

Address Confidential Inquiry to 


E. S. ALBRITTON 
Vice-President and Manager of Agencies 


THE 


SOUTHERN STATES 


LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 


ALL DIXIE IS OUR FIELD 








Wilmer L. Moore, President 





National Income Shows 
Huge Gain in 10 Years 





NEW YORK, Dec. 26.—The total 
realized income in United States, esti- 
mated in current dollars, grew $23,470,- 
000,000 in the 10 years from 1919, or 
from $65,949,000,000 to $89,419,000,000 
in 1928, according to a copyrighted 
statement issued by the National Bu- 
reau of Economic Research, New York. 

An almost steady wpward trend of 
the national income during tthe last 
decade is indicated in the statement. 
The only lapse since 1919 came in the 
period of deflation in 1921 when there 
was a shrinkage of over ten billion dol- 
lars. The figures are as follows: 

1909. .$29,605,000,000 1919..$65,949,000,000 


1910.. 31,430,000,000 1920.. 73,999,000,000 
1911.. 31,858,000,000 1921.. 63,371,000,000 
1912.. 33,977,000,000 1922.. 65,925,000,000 
1913.. 35,723,000,000 1923.. 74,337,000,000 
1914.. 35,647,000,000 1924.. 77,135,000,000 
1915.. 37,205,000,000 1925.. 81,931,000,000 
1916.. 43,288,000,000 1926.. 85,548,000,000 
1917.. 51,331,000,000 1927.. 88,205,000,000 
1918.. 60,408,000,000 1928.. 89,419,000,000 


Wages $32,235,000,000 in 1928 


The income of persons who conduct 
enterprises which they control in 1922 
was $28,225,000,000. Those working for 
wages received $24,553,000,000, salaried 
workers received $12,050,000,000, while 
the amount that went to employed per- 
sons in the form of pensions and com- 
pensations was $1,097,000,000, or a total 
of $37,700,000,000. 


In 1928, according to the National | 


Bureau's table, the share of entrepre- 
neurs (those conducting own busi- 
nesses) had increased to $38,296,000,000. 
Wage earners received $32,235,000,000, 
salaried workers $17,823,000,000, while 
the amount paid to the recipients of 
pensions and compensations fell off to 
$1,065,000,000, making the total income 
of employees $51,123,000,000. Inciden- 
tally, the 1928 figures show that the em- 
ployes have added $13,423,000,000 to 
their 1922 income while the entrepre- 
neurs’ income has only increased by 
$10,071,000,000, or a gain by employes 


over the gain by entrepreneurs of 
$3,352,000,000 in ten years. 


Per Capita Incomes Doubled 


The bureau’s report indicates that the 
per capita realized income, when meas- 
ured in dollars current at the various 
dates, more than doubled between 1909 
and 1923 and has since been steadily in- 
creasing until, in 1928, the average per 
capita income for all inhabitants of the 
United States amounted to $749. For 
the family of five members this would 
make an income of $3,745. As a mat- 
ter of fact, the report points out, the 
total realized income is far from being 
equally divided. In 1928 the average 
person working for a money return re- 
ceived $1,898. 

According to the table giving the per 
capita receipts for the various classes 
of employed persons it is shown that, 
estimated in current dollars, the salaried 
employe of 1909 received an average of 
$976 per annum. This figure increased 
steadily each year until in 1927 it 
reached $2,084, with only one lapse of 
$44 in 1921. Wage workers, during the 
same period increased their income from 
$527 to $1,205. The wage figures, how- 
ever, were subject to greater fluctua- 
tion from year to year, notably in 1921, 
when they fell off $290 from the amount 
received the previous year. 

This rate of increase in the per cap- 
ita income of salaried employes and 
wage workers, from 1909 to 1927, is 
fully shown in the following table: 

Salaried Wage 


Employe Worker 

SGD... cteesnncnadeened $ 976 $ 527 
BEOe ¢senenesenséeever 1,088 552 
q 1,029 

92( . 1/273 
2 983 

1,012 

1,150 

1,134 

1,176 

1,217 

1,205 




















Chicago Newspaper Adopts 
Complete Insurance Plan 





Combined life and health insurance, 
and a retirement annuity, have been of- 
fered the 2,100 employes of the “Daily 
News,” large Chicago newspaper, by 
W. A. Strong, president and publisher. 
The plan is written in the Prudential 
and Metropolitan, the former company 
caryring the insurance features and the 
latter the annuity. 

Employes are divided into five classi- 
fications by salaries, the total insurance 
cost to employes ranging from 20 cents 
a week to $1.20, and the annuity cost- 
ing them 3 percent of their salaries. 
to which the newspaper adds a similar 
amount. Retirement age for men is 
fixed at 65 years, and for women, at 
60. Employes who have been with the 
newspaper 25 years or more and have 
reached the proper age, are eligible to 
the annuity immediately upon accep- 
tance, and all present employes who 
reach retirement age before expiration 
of 25 years are eligible. 

Sick benefit ranges from $7.50 a week 
to $40 for a limit of 13 weeks, depend- 
ing on salary. Life insurance between 
$500 and $4,000 may be carried. Em- 
ployes who leave the newspaper for any 
reason may convert their insurance to 
any forms written by the companies, it 
is said, and carry it themselves. In 
regard to the annuity, the amount of 
money paid in by the employe will be 
refunded upon his leaving the service. 


As active income increases, so does the | 


payment by- employe and employer, and 
benefits and retirement income, as well. 
Those who join the newspaper in future 
wil be eligible after one year of service. 








Florida Court’s Ruling 


on “Aviation Operations” 





Ruling against the Prudential on the 
aviation exception to the double i 
demnity provision of a life policy, the 
supreme court of Florida in_ the case 
of Dorothy Y. Price vs. Prudential 
holds that death from riding as a pas 
senger in an airplane is not due to 
“having been engaged in aviation.’ The 
supreme court says: ‘ , 

“The provision that no accidenta 
death benefit shall be payable if the 
death of the insured resulted ‘from hav- 
ing been engaged in aviation . . . 0 
erations,’ means that the death of the 
insured must have resulted from having 
taken part in aviation operations other 
than by merely being in an_ airplane 
when it fell to the ground and cauglt 
fire thereby fatally injuring the 
sured. Being ‘engaged in aviafion 0p 
erations’ means taking part in the 0? 
erations of an airplane in some direc’ 
way other than merely participating ™ 
aeronautics by being in an_ airplane 
while it is in the air. Peters v. Pru: 
dential, 233 N. Y. Sup. 500, text 50° 
Masonic Acc. v. Jackson, Ind. 164 5 
E. 628. 

“It is ‘alleged that the insured was 
in a certain airplane,’ which ‘fell to ™ 
ground and caught fire’ whereby ™ 
insured ‘was bruised and burned’ sole! B 
through such external, violent and act 
dental means, and as a result of sa! 
bruises and burns the insured then 2% 
there died.” The allegations did ™ 
show that the fatal accident occurré? 
while the insured was “engaged in 4" By 
ation operations,” the court declare 
dismissing a demurrer. 
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Federal Reserve Agents 
Not Affected by Litigation 


PRODUCTION IS CONTINUING 





Officers Praise Loyalty of Field Force— 
Case Now Rests in Hands of 
Supreme Court 





KANSAS CITY, KAN., Dec. 26.— 
The agency force of the Federal Re- 
serve Life is demonstrating its loyalty 
and faith in the company by keeping 
production well up to where it was be- 
fore litigation set in. Officers announce 
that agency plans are all in good shape 
and are proceeding as usual. They are 
well pleased with the amount of busi- 
ness being written, in spite of the trou- 
ble through which the company is now 
going. 

Agents report that sales resistance has 
not been materially affected and what 
there is is being overcome. 


Proceeding With Investigation 


Commissioner Hobbs of Kansas is 
proceeding with the investigation of the 
company and it is expected that he will 
hold a private hearing within the next 
few weeks. He was upon the point of 
calling a hearing when Fred R. White, 
county attorney of Wyandotte county 
last month instituted receivership pro- 
ceedings. The case now rests with the 
supreme court, and, though in the nat- 
ural course of events it would not be 
heard for some time, is expected to 
come up for decision within two or 
three months as to whether or not the 
temporary writ of prohibition granted 
to Attorney General W. A. Smith shall 
be made permanent. The writ, in the 
meantime, prevents execution of the re- 
ceivership ordered by the Wyandotte 
district court, or any further function- 
ing of that court in the case. 


Victory for the Company 


The granting of the writ to W. A. 
Smith is regarded as a victory for the 
company. The state in its charges be- 
fore the supreme court is fighting to 
save more than $8,000,000 of clean as- 
sets for the protection of policyholders 
and stockholders. It is charged that 
an army of lawyers, politicians and 
financially interested persons see in the 
company and in its assets fine “pick- 
ings” in way of fees and salaries. In 
fact, the state charges that the re- 
duction in overhead to directors, law- 
yers and political vice-presidents, 
amounting to $10,000 a month, brought 
about by the insurance department, was 
responsible for the receivership suit in- 
stituted in Wyandotte county. 

The Fire Insurance Company of Chi- 
cago, which entered jthe legal battle 
when it secured a writ of prohibition 
‘rom the federal court of Judge Pol- 
lock, holds $300,000 of stock to insure 
a loan made to Merritt and Wilson, for- 
mer Officials. 

B. Frank Bushman, recently elected 
westdent of the Federal Reserve; Alex 
7: Green, vice president; H. W. Jor- 
can, first vice-president, and other of- 
cers recently elected to pilot the com- 
pany, are moving to Kansas City, Kan., 
% devote their entire time to the com- 
pany’s affairs. Messrs. Bushman and 
— — already taken up residence 
D €, both having formerly lived in 
“etroit. Mr. Jordan is moving this 
week from Topeka. 


Brochure Is Contest Memento 
The 
General 
tion cont 
Of Presic 
ns comp 


349 agents of the Connecticut 
who took part in the produc- 
est Nov. 4-9 this year in honor 
lent R. W. Huntington upon 
the eembletion of 40 years service with 
aes een, have had their acomplish- 
ree thee = in permanent form in a 
ae e brochure which each may 
get a memento. This record bears 

xcellent photograph of President 


the figures of the contest, showing that 
the agents wrote $3,195,712 life busi- 
ness, $2,204,000 group and $4,483 acci- 
dent premiums. Several pages are de- 
voted to a brief summary of President 
Huntington’s connection with the com- 
pany, emphasizing that almost all of its 
development has come during his years 
of service. Following this, all of the 
agents who took part are listed. 


TWO PHILADELPHIA AGENCIES 





Equitable Life of New York Arranges 
for Additional Offices in the 
Quaker City 





The Equitable Life of New York is 
opening two new agencies in Phila- 
delphia in the Philadelphia Trust build- 
ing. One will Ibe in charge of Maurice 
H. Mitnick and the other will be man- 
aged by Newton B. Missel. Mr. Mit- 
nick has been with the Equitable as a 
field man since 1924. He was for- 
merly manager of the A. B. Levy agency 
in Philadelphia. Mr. Missel joined the 
Equitable in 1927 and became assistant 
manager of the Taylor agency in Phila- 
delphia. He wrote $400,000 of business 
during his first six months as an agent. 





‘instance, 








Three Agents Use 
By-Products from 
Group Insurance 











That the by-products of group life in- 
surance are not a fiction but irrefutable 
actualities is attested to by the experi- 
ence of three W. L. Boyce agency men 
of the Equitable of New York at Syra- 
cuse. Since the inception of an $800,000 
group contract on 800 members of the 
Syracuse Teachers’ Association in April, 
1929, 41 members of that group have 
purchased additional insurance for $288,- 
000. 

This achievement was accomplished 
by three men who constituted them- 
selves into two inter-locking teams. J. 
C. Peach and H. J. Hambrecht have 
written $217,000 on 27 lives, practically 
all of it representing annual premium 
annuities. The other team, composed of 
H. J. Hambrecht and R. S. O'Neill, 
placed $71,000 on 14 lives. 

In the intensive cultivation of this 
fertile group insurance field, some inter- 
esting sidelights have developed. In one 
the first team solicited a 
school, secured 20 interviews and placed 





16 cases. In another instance, one of 
the agents secured permission to inter- 
view the teachers in the school. Part of 
the difficulty of interviewing teachers 
during school hours has been obviated 
by the strategy of visiting the schools 
each morning between 8 and 8:45 
o'clock. That plan has resulted in se- 
curing an average of 10 additional in- 
terviews per week, and has not in any 
sense interfered with the agents’ regu- 
lar soliciting program for the day. They 
have counted those interviews as “plus.” 


Detroit Life Convention 


Jerome C. Saltzstein, executive vice- 
president of the Detroit Life, announces 
that the company’s agents throughout 
the country will gather to the home of- 
fice on Jan. 6-7 for a sales congress. 
All expenses will be paid for those 
agents who turn in a total production 
of $10,000 or more in December. Fol- 
lowing a get-together at the home office 
on the morning of Jan. 6, there will be 
luncheon at Hotel Statler and a_busi- 
ness session in the afternoon. There 
will be business sessions all the next 
day. The social feature will be a ban- 
quet for agents and their wives at the 
hotel the first evening. Mr. Saltzstein 
and Alford V. Gustafson, superintendent 
of agencies, are in charge. 








| . 
untington on the fly-leaf, followed by 





AND 


booklet. 


FOUNDED 1867 





“Your Will” is the subject of 
the booklet offered to 250,000 
Union Central policyholders in a 
recent circularization campaign. 
50,000 indicated their interest in 
estate matters by asking for the 


The booklet made no attempt 
to instruct the layman in the in- 
tricacies of will making, but as he 
read, he was led to analyze his fi- 
nancial status carefully. As each 
page was turned, he found that 
the very plans he had made for 
the future were being discussed. 
The fact that only life insurance 
could achieve these ends was 
brought home to him emphat- 
ically. A new need for life insur- 
ance protection was uncovered. 


50,000 
ANSWERED! 


50,000 times this scene was 
50,000 policyholders 
contemplated the purchase of ad- 


repeated. 


The number of leads secured 
from this campaign is more than 
twice as large as the number se- 
cured during a similar campaign 
And the direct result of 
last year’s campaign was five mil- 


in 1928. 


THE UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 


ditional protection. 
were developed almost over night. ; 


lions in new business. 
a tremendous increase in number 
of leads, new business secured 
from this source may reasonably 
be expected to double the amount 
reached last year—another home 
office service which 
commission account of the Union 
Central agent. 


50,000 leads 


With such 


swells the 


Jesse R. CLARK, JR., PRES. 
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GROW 
with this 
Progressive 
Company 








New Home Office Building 


We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 

— Children’s Policies with Beneficiary Insurance. 
— Sales Planning and Circularizing Department. 
— Producers’ Club. 


Available territory in seventeen 
states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


cs 90" 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 











Minnesota Sales Reports 
Show 1929 Is Record Year 





ST. PAUL AGENCIES GAIN 





Healthy Increase Expected—Klingman 
to Hit $46,000,000 Mark—Eliason 
25 Percent Better 





ST. PAUL, Dec. 26—Total volume 
of new paid-for business in the St. Paul 
district for the year now closing will 
show a healthy gain over 1928. Lead- 
ing agencies report gains all the way 
from 5 to 30 percent; others will come 
out about even with last year and a few 
may show losses, depending on Decem- 
ber figures. 

The Eliason agency of the Minne- 
sota Mutual Life covering Minnesota, 
will show an increase of 25 to 30 per- 
cent over last year on paid for business. 

The Klingman agency of the Equita- 
ble Life of New York will do about 
$46,000,000 for the year, a gain of $500,- 
000 to $1,000,000 over 1928. This was 
divided into $39,000,000 ordinary life 
and about $7,000,000 group. 

The Langford-Fahey agency of the 
Northwestern Mutual had written more 
paid up business on Dec. 1 than in all 
of 1928. 

C. W. Kleigen of the Metropolitan 
Life estimates that the new ordinary 
life business of his agency on a paid-for 
basis will run 23 percent over 1928 and 
the net gain in force will be 18 percent. 

J. J. Corneveaux of the New York 
Life reports a gain in business over 
last year. 


List Occupations That 
Buy Largest Policies 





The Lincoln National Life is offering 
its men a guide to the vocations of the 
men who buy big policies. Through 
this service many useful additions have 
been made to prospecting plans and lists. 
The occupational groupings of the pur- 
chasers of large policies with the Lin- 
coln National for the past month were: 
Bankers and brokers, 17; contractors, 
four; merchants, 37; doctors, dentists, 
and nurses, nine; office managers and 
workers, thirteen; lawyers and judges, 
seven; teachers and_ students, three: 
factory owners and officials, 14; railway 
men, 11; public officials, four; oil and 
gas officials, four; engineers and drafts- 
men, six; superintendents and foremen, 
six; managers of warehouses, hotels, 
etc., eight; housewives, three; farmers, 
seven. More than 200 men bought poli- 
cies of $10,000 or more during the 
month. Since attention has been fo- 
cused on specific vocations of big buy- 
ers, their number is increasing steadily 
from month to month. 


ISSUES. TWO NEW POLICIES 





State Life of Chicago Announces Ordi- 
nary Life Forms With Unusual 
Participation Feature 





Two policies have just been announced 
by the State Life of Illinois, whose 
headquarters are in Chicago. They are 
an ordinary life participating policy 
with an unusual provision as to partici- 
pation in savings, and a child’s ordinary 
life participating policy with graded 
death benefits on the same participation 
plan. 

The provision affecting participation 
reads as follows: “Dividends payable on 
this policy shall be such as the board 
of directors of the company may declare 
annually, provided whenever a dividend 
shall be declared to stockholders on the 

capital stock of the company, a dividend 
shall be declared on this policy in an 
amount not less than a sum which bears 
the same ratio to the dividend declared 





in the same year on one share of stock 
as the annual premium on this policy, 
exclusive of the premium, if any, for 
total and permanent disability benefits 
and additional accidental death benefits, 
bears to the par value of one share of 
stock. In event of declaration of a stock 
dividend to stockholders, the par value 
of such dividend declared on one share 
of stock shall be used in determining 
the above ratio and the dividend on this 
policy so determined shall be payable 
in cash or applied as provided in the 
subsequent paragraph. While the par 
value of stock of the company remains 
at $25 per share the dividends on this 
policy (age 35) declared as above pro- 
vided shall be not less than the dividend 
on 8.62 shares of stock.” 

The dividends on the child’s policy 
are set at 43/100 shares of stock on an 
annual premium of $10.87. Death bene- 
fit is $200 the first policy year, $400 the 
second year, $600 the third year, $800 
the fourth year, $1,000 the fifth year 
and thereafter. 

Guaranteed loan and surrender values 
are shown in the child’s policy for each 
$1,000 of ultimate insurance. The ordi- 
nary life adult form has regular provi- 
sions relating to automatic premium 
loans, etc., and is issued from ages 15 
to 70. Regular settlement options are 
granted on both forms. 


Minneapolis Thrift Week Committee 


Edwin Pickhardt of the Connecticut 
Mutual has been appointed chairman of 
the Minneapolis committee in charge of 
the program for Thrift Week. He is be- 
ing assisted by R. C. Budlong, North- 
western National Life; Alex Bergren, 
New York Life; Larry West, Pruden- 
tial; Oliver S. Aas, First Minneapolis 
Trust Company, and J. J. Bleason, Min- 
nesota Loan & Trust Company. 


Judea Promotes Harry Yarin 


After serving the Judea Life of New 
York since its inception as assistant su- 
perintendent of agencies, Harry Yarin 
has been appointed superintendent of 
agencies. Mr. Yarin has been promi- 
nently identified in life insurance hav- 
ing, before his association with the Ju- 
dea Life, been identified with the Jo- 
seph Bookstaver Agency of the Trav- 
elers in New York. 


North American’s New Supervisor 


The North American Life of Toronto 
announces the appointment of 
Hanley as a supervisor of agencies, in 
association with J. A. McCamus, who is 
already a supervisor. They are under 
the direction of E. J. Harvey, superin- 
tendent. Mr. Hanley was district man- 
ager at Nelson, B. C., from 1923 to 1928, 
and has been branch manager at Ottawa 
the past year. 


Credit Managers Moved 


J. B. Brown has been appointed man- 
ager of the Grand Rapids office of the 
Retail Credit Company and R. L. Waln 
becomes manager of the Denver office. 
Mr. Brown recently has been manager 
of the life and accident office at Mil- 
waukee and Mr. Waln goes from Grand 
Rapids, previously having been man- 
ager at Duluth. 


Honor Continental Life Leaders 


Fred W. Mudd of the Blattner agency 
of the Continental Life of St. Louis has 
been awarded a silver set for 104 con- 
secutive weeks of production. He is also 
a member of the Clic Club, to join which 
an agent must produce $100,000 a year. 
J. V. Conatser of Texas has also quali- 
fied for a silver set with 115 weeks of 
consecutive production. 


Wants Figures Separate 


Superintendent G, D. Finlayson of 
Canada has requested life insurance 
companies issuing group policies com- 
bining pensions and insurance benefits 
to keep their annual reports on_ this 
type of business separate from the ordi- 
nary and annuity business in order that 
homogencity in statistics may be pre- 
served, 
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Suggested Plan 
ACROSS ae I 
(CONTINUED FROM PAGE 4) th d f t 
THE agent or broker. Particularly the lat- n ese ays 0 S ress 
ter group has been at fault, the large ° ° 
and growing field of life insurance Life Insurance 1s the Safest Investment 
brokers, unknown tto home offices and 
NA ION in no way under their control, present- _ 
ing large numbers of applications in the — a> 
big risk classification and not always 
; being careful as to quality, certainly not Ideal Savings and Investment Plan for Average Person 
Extends the Territory of as careful as the average of direct 
3 agents. Thus the matter is brought , 
into the light as an agency problem as If you are unable to complete payments, you receive 
é The PROVIDENT well as a home office problem, no agent a fair settlement of your equities. 
| or general agent who is of value to the ; ; . 
LIFE AND ACCIDENT bananas desiring « burden LY busi- Should you be permanently disabled, you receive a 
ness with potential losses, if he is con- definite income regularly, and your insurance is con- 
, INSURANCE COMPANY vinced that caution is needed. The tinued without othe a th 
- Cha ga, T difficulty is that most agents regard pay ° 
: ttanoo ennessee their home office underwriters as in- ¢ . : "e . ‘ . 
: nately opposed and suspicious and thus If financial accommodation is needed, your policy 
r believe this in many cases a contin- can be used to tide you over. 
uation of their long battle for accep- in F : . ‘ 
. tance. Could they be presented with Your beneficiary will receive in full the amount 
" the facts and figures in the case, they you have decided upon, no matter how few payments 
- would more willingly cooperate and you have made. 
/. more closely underwrite these cases. . 
n And thus a list of basic essentials, in If you live, you will receive the amount yourself. 
5 which they play a large part, coming 
e a unbiased sources, may have some To thousands life insurance, used as a savings and 
value. amas oe lel tel 3 ; 
Ave Now at Week investment plan, is giving financial independence. From 
e Tt bi : ape aig the viewpoint of availability for every individual, 
he problem is not going unnotice ‘ : : ° 
it by the home offices. There is at the safety and permanent value, certainty of return, easily 
if So h This B d present time a joint committee of the carried cost, and control by the investor—it is a solid 
if mewnhere on 1s Droa Actuarial Society of America and the rock on which to build personal and family security. 
» Association of Life Insurance Medical 
h- Map There Is an Agency Directors at work on the study of large 
n, * risk underwriting. They may prepare . 
n- Opportunity for You some .such code of underwriting, per- A mutual com 
is haps one that is more basic and more pany returning 
n- with specific in procedure. In the mean- annual divi- 
time, the suggested list can be cited as dends, and offer- 
a possible meeting ground, where all . . 
LIFE INSURANCE companies and all agents could meas- ~~ a policy for LIFE INSURANCE COMPANY 
Ww ure their efforts and see their faults. every need. OF BOSTON. MASSACHUSETTS 
u- If all companies were to follow these 
‘in oe suggested regulations, there is no ques- 
of Modern Policies at Low Cost || tion but that large risk mortality would 
1i- —Liberal Agency and Prompt take a decided turn for the better. It 
v- : may not be all-inclusive and may not 
u- Service entirely remove the added hazard, but 
o- or it would at least check many of the 
v- preventable claims that arise merely be- 





cause of competitive race for business. 
ACCIDENT & HEALTH Action Is Sought Salesmen 


As in disability, conditions today are 
- INSURANCE sufficiently serious to call for drastic Increase Your Income ! 














- action and the life companies are more 
» is z and more giving serious thought to 
der Full line of Broad Coverage some such program as this suggested— S k R , E q 
i . +s : in fact most of the individual items are s ea state an 
ad Commercial Policies, Quick in vogue in at least one office, even In urance, toc ° 
998 Selling $5.00 and $10.00 Auto- though no office may have adopted a Bond Salesmen 
398 mobile Accident Policies and total scheme such as this. The fact 
2 that every item suggested has been put 
Accident and Health Insurance into practice by at least one office and 
on the Monthly Premium and || tht without lows of business indicates Speen 
5 « B : « x . = y re ac r 
a Pay Order Plans. it only calls for the concerted action can earn trom two to hive times the money now 
rain _— of the business as a whole. As a muat- earned by selling our special participating pol- 
;, “ ter of fact, some of the companies are - 
a GROUP LIFE today so urgently seeking a solution for icy where the policyholder participates fully in 
iil. INSURANCE AND this problem that they are putting por- - ’ 
and tions of this program and considering it the profits of the company along with the stock- 
aoe GROUP ACCIDENT in totality as an individual program, ; ft ; ; : 
regardless of common procedure, be- holders. Previous experience in selling life 
AND HEALTH lieving that costly business, if lost, is , . 
INSURANCE not a net loss, but in fact a gain. insurance is not necessary. 

ency 
bes J. M. Mitchell to Join ‘3 — 7 
con- . \ If interested write direct to Wilbur Wynant, 
also 7. Phoenix Mutual Staff d 
hich Tae. president, 











year. <“ ess . . 
uali- 74 Pp sia ENT HARTFORD, Dec. 26.—J. M. Mit- 
cs of e { RY m % chell, agency manager of Volunteer 
33 Sore Zz State Life of Chattanooga, will enter the 
LIFE-AND:ACGIDENT || Fic! tanooga, will « 
ta en hoenix Mutual Life Training School at NS) L I 
INS CE IPANY Hartford in January. The course in in- TATE IFE OF LLINOIS 
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1 of oe, o7gd..' SSCO surance salesmanship iasts three weeks. 
ancl - pes aS It is expected that Mr. Mitchell's train- HOME OFFICE 
com aia — Sarl ing here will lead to a field supervisor- 

ee shp in this territory. ichi i 
. 4 peta | ane 332 South Michigan Ave. Chicago 
ordi- ' : R. E. Morgan, general agent in Cleve- 

hat a land for the Provident Mutual, has moved 

tire a gee tt ts Ti his offices from the National City building 

pre: : ~ to new and larger quarters at 320 Leader 


_—_ building 
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Adequate Coverage of National Concern 


In his address to the Lire PrRESIDENT’sS 
ASSOCIATION in New York City recently, 
PRESIDENT FrepertckK H. Ecker of the 
METROPOLITAN Lire brought out a stabiliz- 
ing effect of life insurance which is 
not often considered, but which un- 
doubtedly is of great importance. 

“Our country,” he said, “has been ex- 
periencing the greatest prosperity that 
any nation has ever known. But, re- 
gardless of how great that prosperity 
has been, it is empty to the man who is 
disabled and meaningless to the fam- 
ily whose breadwinner has been claimed 
by death. While the most distressing 
effect of dependency is upon the indi- 
vidual and the family, there is created 
a burden society as a whole—a 
burden that must be carried directly or 
indirectly by the producers of the na- 


upon 


tion. The effect is twofold: First, 
there is the support of dependents to 
be assumed by society. Second, since 


maintenance of prosperity requires con- 
tinuous consumption of production, 
there is the secondary effect of the de- 
crease of the former purchasing power 
of this dependent group. Any reduc- 
tion of this burden improves the eco- 
nomic balance; any increase disturbs it. 
Life insurance companies, to the extent 
of payments to policyholders and benefi- 
ciaries, counteract the maladjustment in 
business that would otherwise ensue. 
Adequate life insurance protection for 
the family of every producer, while los- 
ing none of its individual and personal 
importance, becomes a matter of na- 
tional concern, a factor in the economic 
stability of the nation. 

“To illustrate: We are all 
with the distress resulting from 


familiar 
the 


paralysis of any great industry. Sup- 
pose that, in the year 1927, say, the iron 
and steel industries—blast furnaces, 
steel works and rolling mills—had sud- 
denly ceased to function and that no 
other form of employment had been 
available. Imagine the unemployment 
and distress that would have resulted. 
And yet the disbursements by life insur- 
ance companies in 1928 in payment of 
death claims, matured endowments, an- 
nuities and disability benefits—a total of 
$864,000,000—was greater by $218,000,- 
000 than the $646,000,000 paid in wages 
by the industries mentioned. Less theo- 
retical, perhaps, would be an illustration 
from the coal mining industry, for we 
have seen frequently the dire economic 
results that have followed sectional 
strikes and suspensions. Yet such life 
insurance payments to policyholders in 
1928, exceeded two-thirds of the payroll 
of the coal mining industry in 1925, and 
if other payments are added, such as 
dividends to policyholders, etc., the 
amount paid in 1928 would approximate 
$1,700,000,000 and would have far ex- 
ceeded the total wages paid to coal min- 
ers four years ago. 

“Of course, it is true that these pay- 
ments were made possible through the 
deposit of premiums over varying pe- 
riods of years, but the genius of insur- 
ance and its stabilizing influence is 
found in the fact that during the time 
when their investment is easily afforded, 
policyholders, by small payments, make 
provision for the great catastrophe in 
the lives of their families, and at the 
same time make their individual contri- 
the stabilization of our 
tional economy.” 


butions to na- 


Business Vision Ably Defined 


“BusINEss vision is the fusion of abil- 
ity and judgment in the attainment of a 
desired result,” said Presipent Jonn R. 
Harpin to the Association or Lire IN- 
SURANCH PRESIDENTS in New York City 
recently. “Its possessor combines nat- 
ural capacity to understand, accurate 
knowledge of past and present, courage- 
ous acceptance of the lessons of expe- 
rience and logical estimation of prob- 


abilities. Intellectually honest, he pro- 


ceeds with justifiable confidence in the 
of his conclusions. 
vision brings the success 


integrity 
“Not every 


foreshadows, and, particularly 
business, designs which prom- 
sometimes, without blame to 
must be withdrawn or aban- 
doned. The sooner the hard facts of 
experience are faced and the necessity 
recognized, the keener the 
business vision. The courage to aban- 
don after trial is just as much an attrib- 
ute of business vision as the ability to 


which it 
in a new 
ise well, 
anybody, 


of change 


originate.” 





Errort which is only sufficient to get 
by, is the first step toward failure. 





man, 
C. W. Hall, deputy commissioner of 
Montana, who resigned to become as- 
sistant treasurer of the Northwestern 
Fire & Marine of Minneapolis, is to be 
succeeded by C. M. McCoy of Helena. 
Mr. Hall started with the Montana de- 
partment three years ago as examiner 
and_ shortly thereafter was appointed 
deputy. He is a trained accountant and 
a sound student of insurance. Mr. Mc- 
Coy is a native of Montana and edu- 
cated at Valparaiso University in Indi- 
ana. He resided in Butte for many 
years, being cashier and paymaster for 
the Boston & Montana Consolidated 
Copper & Silver Mining Company. He 
was deputy commissioner of Montana 
from 1910 to 1911 and by appointment 
state auditor and commissioner follow- 
ing the resignation of H. R. Cunning- 
ham, who became president of the Mon- 
tana Life. Of late years he was state 
bank examiner. He has been deputy 
state treasurer of Montana for the last 
year. George D. Porter is insurance 
commissioner of Montana, 


Edward B. Morris, actuary of the life 
department of the Travelers, and vice- 
president of the Actuarial Society of 
America, died last week following an 
emergency operation. He was 54 years 
old and had been connected with the 


Travelers more than 20 years. He was 
made actuary in 1915. He was a gradu- 
ate of Sheffield school at Yale. He was 


regarded as one of the outstanding actu- 
aries of the country. 

The death of Mr. Morris followed an 
emergency operation for acute gall blad- 
der trouble with which he had been 
stricken during the night. 

He was 54 years old and had observed 
his 30th anniversary of his service with 
the Travelers Sept. 12, last year. He 
was born in Hartford Aug. 16, 1875. At 
high school he was a classmate of Presi- 
dent L. Edmund Zacher and Vice-presi- 
dent James L. Howard of the Travelers. 
The funeral was held Saturday after- 
noon at the family home, with the Rev. 
Warren S. Archibald of the South Con- 
gregational Church officiating. 


Charles F. Coffin, president of the 
State Life of Indianapolis, was the guest 
speaker at the December meeting of the 
Indianapolis Bond Men’s Club. Mr. 
Coffin, who has given much study to 
international relations, spoke on “The 
Kellogg Treaty.” Mr. Coffin has been 
reelected a director of the Indianapolis 
chamber of commerce. He is a former 
president of that body and since its for- 
mation years ago has taken an active 
interest in its work. 

In celebration of his silver anniver- 
sary as manager of the Travelers at San 
Francisco, Arthur §. Holman was pre- 
sented with a handsome desk set. Upon 
his arrival at his office on the morning 
of his anniversary Mr. Holman found 
it banked with flowers in token of the 
affect'on and esteem of his agents. Later 











in the day at the meeting of the San 
Francisco Life Underwriters Associa- 
tion, of which Mr. Holman is past presi- 
dent and national executive committec 
man, a glowing tribute was paid to his 
work in raising the standards and ethi 


of the business in that territory. 

C. Vivian Anderson, general agent « 
the Provident Mutual in Cincinnati, has 
been appointed a director of the Ohio 
state chamber of commerce. 


4 


The southern department of the Re- 
serve Loan Life honored J. F. Ouzts, Jr., 
on the occasion of his 45th birthday 
anniversary. In honor of this notable 
event the southern department secured 
$1,000,000 new business during Novem- 
ber. Mr. and Mrs. Ouzts narrowly es- 
caped death in an automobile accideut 
in October and are just recovering. Mr. 
Ouzts has done excellent work for the 
Reserve Loan Life in his territory and 
is building up a handsome organization. 


Vice-President Hugh D. Hart of the 
Penn Mutual Life is spending the holi- 
days at his old home, Arkadelphia, Ark. 

A surprise birthday party was given 
Frank Means, manager of the home of- 
fice of the Protective Life of Birming- 
ham, Ala., last week by members of the 
staff. Dr. J. B. Meacham acted as toast- 
master. President Sam Clabaugh and 
other officials attended. 


Sam T. White, for 15 
manager of the Old Line 
headquarters at Davenport, Ia., 


at the age of 61. 


years district 
Life with 
is dead 


Luther B. Little, manager of publi- 
cations at the head office of the Metro- 
politan Life, will retire from business. 
Mr. Little is one of the veteran adver- 
tising and publicity men who has been 
prominent in the Insurance Advertising 
Conference. He has been in bad health 
for some time and has been unable to 
attend to his work. 


Darby A. Day, Chicago manager of 
the Union Central Life, who has been 
in a hospital for some time, left to spend 
the holidays with his mother in Arizona. 
Mr. Day has been off the reservation for 
quite a while. After the holidays he 
expects to get back in his old swing. 

George Lines, 76, corporation counsel 
for the Northwestern Mutual Life and 
head of the firm of Lines, Spooner & 
Quarles, died Friday after an illness ot 
several weeks. Mr. Lines was born at 
Kenosha, Wis., and was admitted to the 
bar in 1877. He went to Milwaukee in 
1893. 

Among the names mentioned for the 
Nonpartisan gubernatorial nominatio! 
in North Dakota is that of S. A. Siemens 
insurance commissioner for the last 14 
years. The state convention of the 
league will be held in Bismarck Feb. 7 


George O. Anderson, assistant secre- 
tary of the “Insurance Field” at its heaé 
office in Louisville, died Monday °° 
scarlet fever. Mr. Anderson went wit! 
the “Insurance Field” some years ago 
taking charge of its state directory de- 
partment. He gradually worked inte 
the general business department an 
charge of production. He was a young 
man of splendid attainments and had 2 
most radiant personality. 

Insurance is represented upon t! 
visory committee recently named — 
Julius H. Barnes, chairman of the board 
the United States Chamber of Commerce 
to observe and report on general bus 
ness trends throughout the country. ' 
Frederick H. Ecker, president of ' 
Metropolitan Life, representing the ‘* 
sociation of Life Insurance President 
Wilfred Kurth, president of the Hom 
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and an ex-president of the National 
Board of Fire Underwriters; James S. 
Kemper, president of the Lumbermen’s 
Mutual Casualty, spokesman for the 
Federation of Mutual Insurance Com- 
panies, and A. Duncan Reid, president 
of the Globe Indemnity and president of 
the Association of Casualty & Surety 
Executives. 

C. W. Hollebaugh, editor of the “Pa- 
cific Underwriter,” is receiving con- 
gratulations on the birth of a daughter, 
Joan. 

William C. Johnson of the Massachu- 
Protective of Worcester, Mass., 
and Mrs. Johnson are in Los Angeles 
for a few weeks. 


+t 
setts 


\nnouncement has been 
engagement and approaching marriage 
of Miss Virginia Winston Quarles, 


daughter of Edward D. Quarles of Rich- ' 
mond, to William Ryland Gardner, a su- ! 


pervisor for the Atlantic Life. The wed- 
ding will take place in February. 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, slated to address the Kansas 


made of the | 


City Association Dec. 19, wired Hurley 
Daily, president of that association, that 
he had gone to bed on the Santa Fe 
Wednesday evening expecting to wake 
up in Kansas City. He awakened at 3 
a. m. and was still on the tracks in Chi- 
, cago—his first “miss” in 50,000 miles of 
traveling, he said. 





| A. E. Hopkins, retired district man- 
ager of the Life Insurance Company of 
Virginia at Evansville, Ind., 
for a two months’ automobile 


tour of 


the east and south. After spending some 


time in Virginia and South and North 
Carolina, he and his wife will tour Ala- 
bama and Florida, will attend the Mardi 
Gras festivities at New Orleans and on 
their way back to Evansville will visit 
in Texas and Oklahoma. 


President E. W. Randall of the Min- 
nesota Mutual Life will be in receipt of 
many congratulations on New Year’s 
Day, which is his birthday anniversary. 
Anyone who knows the tall and stalwart 
Randall will hesitate to believe he was 
born in 1859 but such is the fact. Mr. 
Randall has been quite ill for a number 
of weeks but last reports were that he 
was rapidly coming back to good health. 








LIFE AGENCY CHANGES 








THOMAS IS GENERAL AGENT 


Pioneer Group Man Named by Aetna 
at Pittsburgh to Succeed Late 
N. E. Degen 


\. B. Thomas has been appointed 
general agent of the Aetna Life for the 
Pittsburgh territory, in charge of the 
recently consolidated life and group 
divisions. He is @ native of South 
Carolina and has been general agent of 
the group divison in Pittsburgh for the 
Aetna for the past 10 years. Before 
going there in 1919, he devoted his time 
to developing group insurance, in which 
he was a pioneer. He was one of the 
first men to be associated with the 
Aetna in this line of work. 


Continues Group Supervision 


Under the direction of Mr. Thomas, 
the Pittsburgh group division of the 
Aetna has become one of the leading 
offices of the company. Prior to this 
consolidation, the life department had 
been under charge of N. E. Degen, who 
died Dec. 1. Mr. Thomas, as general 
agent, takes charge of the life depart- 
ment and will continue direction of the 
group department. 


W. H. Englehardt, J. Rosenberg 
Joseph 


Wallace H. Englehardt and | 
Rosenberg have been appointed man- 
agers of the Bankers National Life of 
Jersey City in Pittsburgh, having of- 
hees in the First National Bank build- 
ing. Mr. Englehardt will direct the sale 
of ordinary contracts and Mr. Rosen- 
berg will represent the “borrowers’ 
Protection department,” which features 
a special line of short term policies to 
be written for banks, finance companies, 
building and loan associations and in- 
stallment houses. 





Hampton Jones 


: Hampton 
lor 


Jones, formerly manager 
the Union Mutual, is now Pacific 
Coast supervisor for the New World 
Life of Spokane. 


R. W. Anderson 


.. i¢ Sun Life of Canada has estab- 
lished a direct branch office in Salt Lake 
City, which will be located in the 
Walker Bank building. Rondo W. An- 
derson, former president of the Utah 
Life Underwriters’ Association and for 
poe time assistant manager of the Salt 
ake branch of the Equitable Life of 
‘New York, will be branch manager. Mr. 


Anderson had acted as a local agent of 
the company for the past few months. 


a. Eh McKnelly, C. O. Norton 


J. I. McKnelly, veteran of the New 
York Life field force, after an absence 
oi five years, has returned to take charge 
of the Spokane, Wash., agency, where 
he was formerly located for 14 years. 

He succeeds C. C. Norton, agency di- 
rector, who has been promoted to a 
similar position in Seattle. In his new 
position Mr. Norton will have charge 
of all the territory north of Seattle, in- 
cluding Everett, Bellingham, Bremer- 
ton and Mt. Vernon. 


J. C. Stanton, W. R. Moreland 


J. C. Stanton, after nearly 29 years 
with the Sun Life of Canada, is retiring 
from active management of its Montreal 
city division, and is succeeded by W. R. 
Moreland, who has been assistant man- 
ager. 





Walter W. Barrow 


The Shenandoah Life has appointed 
Walter W. Barrow district manager at 
Richmond with most of the eastern part 
of Virginia included in his territory. Mr. 
Barrow started in the life business at 
Farmville, Va., in 1918 as district agent 
there for the Mutual Life of New York. 
He became general agent at Richmond 
for the New England Mutual in 1921. 
In 1926 he became associate general 
agent there for the Union Central Life. 


Julian Peycke 


Julian Peycke, who has been in the 
insurance ‘business for the past four 
years, has been made head of the life in- 
surance department of the Thomas Mc- 
Gee & Sons agency of Kansas City, Mo. 
Mr. Peycke was formerly with the Mu- 
tual of New York in California. Since 
the resignation of Joe Gorman some 
time ago, the life department has not 
been developed to any great extent. 


Samuel P. Phillips 


Samuel P. Phillips of Philadelphia has 
been appointed general agent for the 
Continental Life of St. Louis. In his 
first two weeks he produced $30,000 of 
new business. 


Sanford W. Lindsey 


Sanford W. Lindsey of New Orleans 
has been appointed agency supervisor 
for the Detroit Life in Mississippi, Ar- 
kansas and Louisiana, exclusive of the 





Hartwig Moss agency in New Orleans. 


| 
| 
| 
| 
| 





left Friday | 











p—e 








Contact— 


(Advertisement 8 of a series) 


Contact between combatting units and communi- 
cation with all groups was as essential in the 
ancient armies of gladiators as it is today in 
business organizations. In gladiator armies 
trumpets and runners were used. 


Today the National Life and Accident main- 
tains contact and communication by adver- 
tising in national magazines, trade papers, and 
street cars. Interesting booklets which are sent 
free upon request are published and also a house 
organ called “Our Shield” which is worthwhile 
not only to Shield Men but to everyone. And 
of course every radio listener knows station 
WSM. These various helps make it profitable 
to wear the Shield button. 


It pays to be a Shield Man! 
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Three ‘‘65’’ Contracts For 


Today’s New Requirements 


To furnish adequate coverage early in life 
—our new Convertible to 65, providing low cost 
protection throughout the productive period 


and convertible on favorable terms. 


To permit a substantial addition to the 
estate before the economic dead line is reached 


-—our life full paid at 65. 


To: provide for retirement under the same 
contract that protects dependents—our income 


at 65 contract. 
Full disability protection. 


Connecticut General 
Life Insurance Company 


Hartford, Conn. 


Over a Billion in Force 











A regular and increasing income 
from the sale of Life Insurance 


is secured only through the steady business of 


satisfied policyholders in a sound company. 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers 


A Liberal Agency Contract 
A Conservative Company 


Attractive Policies 
Non-Medical Insurance 


Non-Participating Policies 


Lowest Premium Rates 


Consistent with Sound Insurance 


Good Territory Open in 


Arkansas Oklahoma Texas 
Missouri Kansas lowa 
Write to 


John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Colorado 
Illinois 


Mr. Lindsey has been engaged in life 
insurance more than 15 years and has 
been associated with the New York Life, 
Columbian National and Mutual Life of 
New York, both in personal production 
and agency supervision. He succeeds 
T. A. Kercheval. 





Henry F. Schilling 


The Continental Life of St. Louis has 
appointed Henry F. Schilling general 
agent at Little Rock, Ark. He joins the 
company after a long period of service 
with the New York Life. Before enter- 
ing life insurance he was connected with 
a lumber company which has many 
branches in Arkansas. 





Fidelity Mutual Appointments 


M. P. McComas, New England 
building, Topeka,. Kan., has been ap- 
pointed manager of the Fidelity Mu- 
tual Life. Wagner & Yale, 802 Com- 
merce building, Kansas City, Mo., have 
been appointed managers in that city. 


Franklin Life Appointments 


Raymond Gregory has connected with 
the Franklin Life and will develop the 
general agency in St. Louis. He form- 
erly was a member of the faculty of the 
school of life insurance salesmanship in 
Carnegie Tech. Later he was supervisor 











in the old Hart & Eubank agency of 
the Aetna Life in New York City and 
afterward became a supervisor for the 
Aetna Life in Pittsburgh. 

J. B. Reed has been appointed general 
agent of the Franklin Life at Knoxville. 
Guy A. Cowden has been appointed 
general agent at Springfield, Mo. 





H. R. Norris 


H. R. Norris, who was San Francisco 
manager for the Peoria Life for two 
years, has become northern California 
manager of the Union Mutual, with of- 
fices in the Russ building, San Fran- 
cisco. 





Life Agency Notes | 








The Pan-American Life has appointed 
Clifford A. Nelson as district manager at 
Rockford, Ill, and R. R. Rogers as dis- 
trict manager at Jacksonville, Fla. 

The Charles A. Schnavel agency at 
San Antonio, Tex., a large genera! 
agency handling all lines, has been ap- 
pointed agent for the Sentinel Life. 

R. C. Addicks, president of Addicks, 
Inc., St. Louis, has taken over an agency 
for the American National of St. Louis 
in connection with the savings bank 
plan operated through the National City 
Bank of St. Louis. 








EASTERN STATES ACTIVITIES | 














FINISH LIFE TRUST COURSE 





Ninety Graduated at Philadelphia—Life 
Underwriters, Trust Company 
Men, Lawyers 





The graduation exercises of the first 
joint educational course on life insur- 
ance trusts of the Philadelphia Associa- 
tion of Life Underwriters and Corporate 
Fiduciaries Association of Philadelphia 
were held last week in Philadelphia. 
The class graduated numbered 90 life 
underwriters, trust company men and 
lawyers. 

Joseph H. Reese, chairman of the joint 
educational committee, paid tribute to 
his co-workers. Thomas M. Scott, presi- 
dent of the Philadelphia Association of 
Life Underwriters, and Carl W. Fen- 
ninger, president of the Corporate 
Fiduciaries Association, made brief ad- 
dresses. John A. Stevenson, Philadel- 
phia general agent Penn Mutual Life 





and director of the course, presented the 
certificates. 


Buffalo Sales Pass 100 Million 


Life insurance sales in Buffalo, N. Y.., 


| have already passed the $100,000,000 


mark this year, marking the passage of 
that level for the first time in Buffalo's 
history. Sales of the principal agencies 
for the first 11 months of this year total 
$105,536,541, according to a report just 
released by the chamber of commerce, a 
gain of 16 percent over the total of the 
first 11 months of 1928 and an all time 
record. The December sales will in- 
crease the total to $110,000,000, it is ex- 
pected. 


Philadelphia Directory Available 


The 1930 Philadelphia Insurance Tele- 
phone Directory published by THe Na- 
TIONAL UNDERWRITER is off the press and 
copies may be had gratis by addressing the 
Philadelphia office of Tue NATIONAL 
UNDERWRITER at 412 Land Title building. 
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CENTRAL WESTERN STATES 











VERMILLION HOLDS MEETING 





District Gathering at Oshkosh Meeting 














Jan. 4 to Mark Installation of E. F. 
Werner as Manager 





Gifford T. Vermillion, manager for the 
Mutual Life of New York in Wisconsin 
and upper Michigan, will hold a district 
agency meeting at Oshkosh Jan. 4, to 
install E. F. Werner as district man- 
ager. 

One of the high records in the Ver- 
million agency in Milwaukee has been 
made by Frank Trainer, who has given 
the life insurance business his full time 
only in 1929, and who up to Dec. 20 had 
turned in 103 applications for insurance. 
Mr. Trainer was formerly a teacher in 
one of the high schools in Milwaukee, 
and was a part-time man with the Ver- 
million agency for about two years. 





Goes With Northwestern National 


Hugh M. MacGregor has been ap- 
pointed supervisor of the Truman H. 
Cumming agency and will help direct 
agency field work in the southern part 
of Michigan for the Northwestern Na- 





tional. He has had 14 years’ experience 
in the life business. He has been work- 
ing in Detroit for the last year. He paid 
for about $1,000,000 in 10 months this 
year. 





Yates Agency Has Big Month 


In November the John W. Yates 
agency of the Massachusetts Mutual at 
Detroit paid for the largest volume in 
the history of the agency, $1,250,000. 





District Managers Appointed 


The Northwestern National Life has 
appointed Ralph C. Enos district man- 
ager at Seymour, Ind. Albert O. Elliott 
of Urbana, Ill., has been appointed dis- 
trict manager there. Both have been in 
the business for some time. 





Discuss Group Cover for County 


Group insurance for the 1,600 em- 
ployes and officers of Milwaukee county 
will be considered in a conference Dec. 
30 between the board of supervisors and 
representatives of companies writing 
group insurance. The supervisors will 
present a tentative plan to the insurance 
men at the meeting. 
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Knowledge Wins 


——eel 











On a certain famous 
baseball team, it is 
said that practically 
every move is gov- 


erned by signals from 




















This 


man knows baseball, 


the manager. 









and he realizes the 
value of letting 
every man on the 
team profit by 
his knowl- 


edge. 




















Commonwealth 
Life spares no 
pains to see that 

every man in the 
field has the benefit 
of all the resources of 
this company. That is 
what is meant by Com- 
monwealth cooperation— 
helping the agent to sell 
more insurance by helping him 
to learn more about his pro- 
fession of selling. Common- 
wealth agents need never buck 
the field entirely alone; al- 
ways they have the chance to 
benefit by our unobtrusive 

“signals from the bench.” 


COMMONWEALTH 
LIFE INSURANCE C0. 
LOUISVILLE, KY. 





Missouri Valley 








State News © | 








RAPS HIGH INSURANCE TAX 


Should Be Limited to Department 
Needs, Martin Says at Omaha 
Testimonial Luncheon 





OMAHA, Dec. 26.—Taxing insur- 
ance companies to maintain state insur- 
ance departments should be limited to 
the amount which will adequately sup- 
port departmental supervision and any 
excess is “unjust, discriminatory against 
those who believe in thrift and protec- 
tion, and wasteful because obtained at a 
collection cost far beyond that of regu- 
lar taxes,” asserted Frank T. B. Martin 
of Omaha, president of the Insurance 
Federation of America, in an address at 
a chamber of commerce public affairs 
luncheon. 

The luncheon was a testimonial to 
Mr. Martin because of his recent elec- 
tion for the third time as president of 
the federation. He also has been presi- 
dent of the Nebraska federation for 
eight years. The insurance division of 
the chamber sponsored the luncheon. 
L. D. Erion, chairman of the division, 
introduced H. E. Worrell, toastmaster. 
Frank E. Helvey of Lincoln, field sec- 
retary of the Nebraska federation, also 
spoke. 

Mr. Martin said the original purpose 
of special taxes on insurance companies 
was to raise sufficient funds only for 
the needs of the departments. 

“That the element of taxation has 
gone far beyond the original purpose is 
evident,” he said. “The amount col- 
lected from insurance companies last 
year was in excess of $85,000,000, while 
the amount expended by all the states 
in maintaining insurance departments 
was only slightly in excess of $3,500,- 
000. The difference is being utilized for 
general fund purposes. In 1927, Ne- 
braska collected from insurance compa- 
nies $557,741 in taxes, fees and li- 
censes. The expense of maintaining 
the Nebraska insurance department was 
$41,150.” 

Mr. Martin said this direct method of 
taxation has imposed a heavy burden on 
policyholders, who contribute almost 
$120,000,000 to the general tax funds of 
the various states every year in the form 
of a tax which is concealed in every in- 
surance contract. 


EXECUTIVES | IN ASSOCIATION 





Officials of Kansas Companies Form 
Organization to Promote Mu- 
tual Interest 














TOPEKA, KAN., Dec. 26—A new 
insurance organization in Kansas is the 
Kansas Life Insurance Executives As- 
sociation, composed of the presidents 
and secretaries of all the legal reserve 
life companies of the state. There are now 
16 companies members of the organiza- 
tion. H. K. Lindsley of Wichita, presi- 
dent of the Farmers & Bankers Life, is 
president, and Fred P. Metzger, presi- 
dent of the American Home Life of 
Topeka, is secretary. 

The association is organized to build 
up Kansas companies in a constructive 
and far-sighted way, to eliminate insur- 
ance representatives whose motives are 
not in keeping with the ethics of the 
business, to inspect more closely the 
risks written, to use only physicians of 
the highest class, to work together with 
unanimity of idea and action for the 
good of all.” 


Will Look After Legislation 


One plan of action that is included 
generally but not specifically in the pro- 
gram is that of watching legislation. 
Heretofore the companies have worked 
entirely without organization. The new 





7* Penn Mutual Life Insur- 
ance Company tenders to the life 
insurance fraternity of the United 
States and of Canada its felicitations 
upon the prosperity of the companies 
in 1929, whose brilliant figures are 
significant of an everbroadening 
service of the public and the meeting 
of institutional responsibility with 
ever-increasing efficiency. 








you want to represent 
a company offering... 


quick service 
fair dealing 
personal attention 
active help 
home office cooperation 
attractive policies 
practical suggestions 
you need not look farther. The Shenandoah 


Life offers all these attractive features. 
Write Charles E. Ward, agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 
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WANTED— 
A MAN 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
. ducer. 
THREE years of life insurance experi- 
ence, 
Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an ienced field man, 
to help him in the field, appointing 
sub-agents, giving ‘he helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address N-43, care The National Underwriter 
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association includes all old line com- | 
panies, whether organized under the 
stock-with-policy plan or not. The 
Federal Reserve Life of Kansas City is 
not now a member but is expected to 
join when reorganization is completed. 
The membership includes these com- 
panies: American Home, Topeka; Bank 
Savings, Topeka; Central Life, Fort 
Scott; Cosmopolitan Life, Topeka; 
Farmers & Bankers, Wichita; Great 
American, Hutchinson; Guaranteed Se- 
curities, Topeka; Kansas Life, Topeka; 
Liberty Life, Topeka; Manhattan Mu- | 
tual, Manhattan; National Old Line, 
Wichita; National Reserve, Topeka; 
National Savings, Wichita; Pioneer Na- 
tional, Topeka; United Life, Salina; Vic- 
tory Life, Topeka. 





The St. Louis Association of Life In- 


— ; 
Farewell Dinner to McKnight | 
surance General Agents & Managers on | 





Dec. 18 tendered a farewell dinner to 
Arthur L. McKnight, former general 
agent for the Aetna Life in St. Louis 
and president of the association, who 
will leave shortly to assume duties as 
general agent for the Aetna at El Paso, 
Tex. Flavel L. Wright, general agent 
for the Northwestern Mutual Life, was 
toastmaster. Talks were made by M. A 
Nelson of the Equitable Life of New 
York, Dick Oliver of the New York Lif: 
and Ralph W. Fischer of the Penn Mu 
tual. 





To Elect New Secretary 


A meeting of the directors of th 
newly organized Wichita Life of Wich 
ita, Kan., will be held Jan. 7, to elect a 
successor to Walter L. Payne, secretary, 
who died suddenly last week. The com- 
pany —_— to start writing business 

eb. 
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BROADER INTERPRETATION | 


Disability Clause Ruled to Cover Total | 
Deafness as Total and Permanent | 
Impairment 


A further step in the broadening of 
the total and permanent disability clause 
in insurance policies has been taken by 
the South Carolina supreme court 
which rules that total deafness amounts 
to total disability. The case is that of 
Thomas E. McCutcheon vs. Pacific Mu- 
tual Life. McCutcheon brought suit on 
his $5,000 policy when he became totally 
deaf, demanding $75 a month for total 
disability. The court said: 

“The rule prevailing in most jurisdic- 
tions is that the total disability contem- | 
plated by an accident insurance policy 
does not mean, as its literal construction 
would require, a state of absolute help- 
lessness which can only result from loss 
of reason, since as long as one is in full 
possession of his mental faculties, he is 
capable of transacting some part of his 
business, whatever it may be, although 
he is incapable of physical action.” 


——s ee 








Ends 19 Years of Litigation 
After 19 years of stubborn litigation, | 


seven jury trials, and five appeals to the 
supreme court of Kentucky, the suit o/ 
Diana B. Long against New York Liic 
has been disposed of finally by judgment 
against the company. The court costs 
in the case will approximate the fac 
value of the policy, and the interest will 
more than equal it, and the case makes 
a record in insurance litigation in that 
state. The value of the policy is $1,500, 
and it was written on the plaintiff's son, 
Anthony G. Long, in the state of Wyo- 
ming in 1910. Payment was resisted 
on/the ground of false answers and mis- 
representation in the application. 





Sun Life Has Conference 


The Georgia and Alabama divisions 
of the Sun Life of Montreal held a two- 
day meeting of agents in Birmingham. 
Mrs. R. C. DeLaperriere an agent of 
Atlanta, was given the first award for 
most valued service, and A. Row- 
land of Athens, Ga., got the second 
prize. J. T. Wilson, Georgia division 
manager, was host at a dinner at which 
Attorney-General George M. Napier, J. 
S. Kennedy, vice-president of the First 
National Bank of Atlanta, and William 
C. James of Birmingham, division man- 
ager of the Sun Life in Alabama, were 
the speakers. 
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STANDISH OPENS NEW OFFICE 





House Warning Held by Southern 
California Division of Sun Life 
of Canada 





H. Standish, manager of the south- 
ern California division of the Sun Life 
of Canada, has opened new offices on 
the 11th floor of the Oviatt building, 617 
South Olive street, Los Angeles. Ap- 
proximately 300 agency representatives 
and friends attended the house-warming. 
Mr. Standish was assisted at the recep- 
tion by Lewis Rohr, agency assistant, 
M. E. Clubine, division secretary, and 
Robery Day, division cashier. 

Write $15,000,000 in Year 


The Los Angeles agency of the Sun 
Life was opened by Mr. Standish in 
July, 1924. For 1929 its volume of pro- 
duction on written basis is approxi- 
mately $15,00,000. The agency staff now 
numbers 265 representatives in the ter- 
ritory covered, which comprises all of 
southern California. The San Diego 
branch, under the direction of J. E. Rob- 
erts, branch manager, will account for 
$2,500,000 of written business this year. 
Mr. Standish has in Los Angeles a sep- 
arate agency office in the city devoted 
to the writing of Japanese risks, which 
produces a very satisfactory volume of 
business, as the population of members 





of this race in the territory numbers 
approximately 65,000. 

C. C. Roberts was the leading pro- 
ducer of the agency during the past year 
and C. Kondo had the best consecutive 
weekly production and the largest num- 
ber of lives assured. 





Nelson Resumes Old Post 


J. P. Nelson has returned to the Mis- 
souri State Life as head of its San Fran- 
cisco group insurance department. He 
was formerly with that company, hav- 
ing left it last May to take similar du- 
ties with the Aetna Life group depart- 
ment. 


Goodman Gives Talk 


At a joint meeting of the San Fran- 
cisco agencies of the Phoenix Mutual 
Life and State Mutual Life last week, 
Charles C. Goodman, a leading producer 
of the San Francisco office of the Equi- 
table of New York spoke on “How to 
Write Big Business.” 


G. L. Bolstad Transferred 


George L. Bolstad has been trans- 
ferred from the Western States Life’s 
San Diego office, where he has served 
as manager since September, 1928, to 
the Golden Gate agency in San Fran- 
cisco, where he will be assistant to F. 
M. MacGraw, manager. 

Scott C. Gray, formerly an agent for 














liam 
lan- 
vere 








December 27, 1929 





LIFE INSURANCE EDITION 











MISSOURI 
Managers Wanted 








We have open- 
ings at present in 
several choice sec- 
tions of Missouri 
for experienced 
insurance men 
with good clean 
records, who are 
ambitious for big- 
ger things. Lib- 
eral commissions 
and renewals and 
a wonderful line 
of policies. Re- 


plies strictly con- 
fidential. 











THE 


LIBERTY LIFE 


INSURANCE 
COM PANY 


Topeka, Kansas 


Charles A. Moore 


President 


Edward C. Wills 


Superintendent of Agencies 





the company, will manage the San 
Diego office. 





Beyers Goes to Seattle 
C. C. Beyers, who has been acting 
manager of the San Francisco office of 
the Occidental Life for several months, 
is being transferred to the Seattle office 
of the company, where he will act as 
manager. 




















NEWS OF FRATERNALS | 











RATE ADVANCE COMPLICATION 





Illinois Supreme Court Sends Back 
Modern Woodman Case to Lower 
Tribunal for Relief 


The Ifinois supreme court has sent 
back the case of E. J. Jenkins against 
the Modern Woodmen to the circuit 
court of Cook county. This involves 
the increase in rates approved last June. 
The downstate organization has been 
fighting the increased rates. A suit was 
brought by Jenkins and a number of 
others in Chicago. They sought to re- 
strain the officers from putting the new 
rates into effect. The trial court dis- 
missed the petition for want of equity 
and the case was appealed to the su- 
preme court. With Justice Samuell dis- 
senting, the Illinois supreme court re- 
versed and remanded the case with in- 
structions to grant the relief asked for 
except so far as it attempted to repeal 
section 100. This has to do with the 
allotment of money to the older mem- 


bers. The court said in its opinion: 





Exeerpt from Decision 


“In a fraternal there can be no classi- 
fication of members between those who 
are paying adequately and those who 
were paying an inadequate rate. Such 
a situation is not contemplated in such 
organizations, and if it exists, the 
remedy is not by classification, but by 
revision of rates. The allocation of the 
surplus was not made with reference to 
the proportional contribution of the 
various members. The effect of the act 
of 1929 was to change the society, so 
far as those who became members be- 
fore July 1, 1929, were concerned, to a 
society whose obligations were guaran- 
teed by sufficient reserves as of July, 
1919; and, so far as those were con- 
cerned who became members after July 
1, 1929, to establish them on a sufficient 
reserve basis as of Dec. 31, 1929, with 
credits to various classes from the sur- 
plus. By this action the society at- 
tempted to correct its ten years’ of mis- 
taken operations to make a part of its 
members whole at the expense of the 
remainder. This action was unreason- 
able and beyond the power of the so- 
ciety.” 


i ASSOCIATIONS | 














TRACY IS BOSTON PRESIDENT 





Association There Now Stands Second 
to New York in Membership, 
Reports Show 


BOSTON, Dec. 26.—The Boston Life 
Underwriters Association, under the ad- 
ministration of President William E. 
Hewitt of the Equitable Life, has so 
increased in membership the past year 
that it is now the second largest asso- 
ciation in the country, being exceeded 
only by New York, according to reports 
given at the annual meeting. The Bos- 
ton association now has a membership 
of 703, having gained 146 new members 
in the year just closed. 

The reports of officers and committees 
rendered at the late afternoon business 
meeting showed the association to have 

















Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession 
of directors and officers whose conduct 
ot its affairs has merited and received 
the confidence and approval of hundreds 
of thousands of policyholders. 


Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its 
contracts which, with unbroken adher- 
ence to sound actuarial principles, have 
made the Mutual Benefit a leader in life 
insurance underwriting. 


As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 


Life Insurance Co. 
NEWARK, NEW JERSEY 























had an active and interesting year, with 





We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco NationaL LIFE 
INSURANCE COMPANY 
1400 West Washington Blvd. 

Chicago, Illinois 
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1929 


has been a year of progress for 


ATLANTIC LIFE 


1. New states entered: 6 

2. New policy contracts: 4 

3. Increase in general agencies: 60% 

4. Increase in man power: 

5. Increase in agency paid business: 
24% 


We will be glad to hear from men am- 
- bitious to grow with us in 1930. 


ATLANTIC LIFE INSURANCE 
COMPANY 


Richmond, Virginia 


Angus O. Swink Wm. H. Harrison 
President Vice-Pres. & Supt. of Agencies 


Honestly It’s the Best Policy 


















































‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 

the good it performs rather than by great size. Through eighty-six 
years THe Murvuat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. ; ale 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. . 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 


34 Nassau Street 
DAVID F. HOUSTON 
President . 

















When you hear about “Life Insurance as a Property Investment”—and you'll hear about it 
if you stay in the business—you are hearing about a selling idea fully developed and 
perfected only in “The Essentials of Life Underwriting’”—a New Training Course by Abner 








Thorp, Jr. The Di d Life Bull , 420 E. 4th St., Cincinnati, O. 


















a specially fine showing by the treas- 
urer. 

President Hewitt presided at the din- 
ner, which was attended by more than 
200 underwriters. Entertainment was 
furnished by Neal O’Hara, humorist of 
a Boston newspaper; Thomas Howell, 
boy soprano of Trinity Church; Arthur 
J. Pierce, baritone of the Connecticut 
Mutual office in Boston, and Wade 
300th, a professional entertainer. David 
E. Sprague was in charge of the enter- 
tainment program. 

The following officers were elected 
for the coming year without contest: 
President, George H. Tracy, United Life 
& Accident; vice-presidents, Alex M. 
Hammer, Provident Mutual, and Harry 
H. Kay, Metropolitan Life; secretary- 
treasurer, Merle G. Summers, New Eng- 
land Mutual Life; executive committee, 
Valiant W. Kenney, Connecticut Mu- 
tual, chairman; Simon D. Weismann, 
Equitable; Leslie von Thurm, Travelers; 
P. J. Craffee, Metropolitan; C. W. 
Wyatt, John Hancock; Peter A. Collins, 
Penn Mutual. 





* * 
Nashville, Tenn.—The Nashville asso- 
ciation will elect officers Jan. 4. Nomi- 


nees for president are J. E. Britt on the 
Red ticket and C. A. Easterling for the 
Blues. Red ticket candidates for other 
offices are: Clifton D. Forde, first vice- 
president; Morton B. Howell III, second 
vice-president; A. Moseley Hopkins, Sr., 
Frank Womack, Alden Smith, Cc C. 
Woodcock and Calvin Baker, executive 
committee. 
Candidates on 
Alfred Williams, 
George’ Bivins, 


the Blue ticket are: 
first vice-president; 
second vice-president; 
Rogan Morrison, Hooper Matthews, A. 
Walton Litz, Hugh Dallas and Frank 
Womack, executive committee. Miss 
Nell Roche is the candidate for secre- 
tary-treasurer on both tickets. 

At the meeting last week when nomi- 
nations were made, A. Moseley Hopkins, 
Sr., general agent for the Penn Mutual, 
spoke on “Sales Ideas That Produce Suc- 
cess.” * * * 

Denver—The sales congress of the 
Colorado association has been announced 
for March 7. Manager Roger B. Hull of 
the National association, and John A. 
Stevenson, manager of the home agency 
of the Penn Mutual, are announced as 
principal speakers. 

*x* * * 

Richmond, Va.—<Albert E. N. Gray, su- 
pervisor of ordinary agencies for the 
Prudential for the entire country, will 
be the principal speaker at the January 
meeting of the Richmond association, 
on “What Makes It Difficult.” There 
will be a round-up of Virginia agents of 
the Prudential Jan. 9-10 while Mr. Gray 
is in Richmond. 

Jesse A. Hood, president of the Rich- 
mond association, is planning for the 
association to do its part in advertising 
life insurance during Thrift Week. 

*x * 

Memphis, Tenn.—The Memphis associ- 
ation entertained Hugh D. Hart, vice- 
president of the Penn Mutual Life, at a 


luncheon Saturday. Mr. Hart spoke 
briefly on “Reminiscences of the Life 
Insurance Profession” in which he 


harked back to the days of the pioneers, 
who “laid the foundation for a great 
business and a great cause.” 

About 75 were present. A. Van Pritch- 
artt of Marx & Bensdorf, managers for 
Travelers, who is president of the asso- 
ciation, presided. 

x * * 

North Dakota.—Cooperation of trust 
and life insurance companies were dis- 
cussed at the monthly meeting of the 
North Dakota association in Fargo Sat- 
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S. W. GOSS, Vice-President 


luncheon. E. F. Auman, general agent 
for the Northwestern Mutual Life, led 
the discussion on the life insurance side 
of the question, assisted by A. W. Crary 
of the Crary agency and H. J. Gilbert- 
son of the Equitable Life of New York, 
H. D. Crosby of the First National Bank 
& Trust Company, A. W. Fowler of the 
Dakota Trust Company and Frank R. 
Scott of the Merchants National Bank & 
Trust Company spoke for the trust 
companies. 

x * * 
Evansville, Ind.—‘Profitable Prospect- 
ing” was the subject for discussion at 
the meeting of the Evansville associa- 
tion. In spite of the inclement weather 
there was a good attendance. 

* * * 
Detroit.—-The Detroit association en- 
joyed an address on “Life Assurance 
and the Public,” delivered before a large 
group of members by George H. Harris, 
superintendent of field service, Sun Life 
of Canada. 

*x* * * 

Montreal.—The Montreal association 
has elected these officers: Past president, 
J. A. Major; president, J. A. R. Parkes; 
first vice-president, A. Daveluy; second 
vice-president, O. C. Bissell; secretary, 
J. A. Fournier; treasurer, Thomas A. 
Slade. 

*x* * * 
Oregon—The Oregon association at its 
annual meeting in Portland brought out 
a record attendance of 100. Horace 
Mecklem, general agent for the New 
England Mutual Life, was the chief 
speaker. 
* * * 

Cedar Rapids—Robt. Bickel spoke be- 
fore the Cedar Rapids association on 
“Professionalizing Life Insurance 
Through Chartered Life Underwriters’ 
Recognition.” Mr. Bickel is the only Iowa 
man who is a chartered life underwriter. 

e 2 

Pittsburgh, Pa.—The Pittsburgh asso- 
ciation, with President Arthur G. Ash- 
brook presiding, held its annual “father 
and son” party Thursday night. Wives 
and daughters of members also attended. 

With “Life Insurance” as their sub- 
ject, six boys from as many Pittsburgh 
high schools engaged in an oratorical 
contest, competing for cash prizes. 
Waynes R. Woods of Westinghouse high 
school won first prize. Second place 
went to Fred Braemer of the Allderdice 
high school, while William Vaughan of 
the South Hills high school took third 
money. Ray Tucker of the Travelers 
was master of ceremonies. Christmas 
earols were sung under the direction of 
James McKelvie of the Reliance Life, 
with Louis Heyl, also of the Reliance 
Life at the piano. 

* * * 

Kansas City, Mo.—Bert Hedges, edu- 
cational director of the Business Men's 
Assurance, gave an illustrated lecture to 
the Kansas City association on “Profit- 
able Prospecting,” using the Life Insur- 
ance Sales Research Bureau film. Ed 
Wright, chairman of the membership 
committee, reported 285 members of the 
association, an increase of 100 percent 
since Nov. 1. 

Through the courtesy of Ralph H. Rice, 
president of the National Fidelity Life, 
members of the association will hear 
Dr. S. S. Huebner, who is to speak be- 
fore the National Fidelity agents conven- 
tion next month. 





Dickie Western States Secretary 


D. A. Dickie, auditor for the Western 
States Life since November, 1927, has 
been elected secretary of that company 
to succeed J. V. Hawley, who was made 
vice-president recently. 

Mr. Dickie was one of the first men 
employed by the company when it was 
organized in 1910 and was subsequently 
made secretary. He resigned in 1918 to 
go with the United States Shipping 
Board, returning to the life company in 
1927. F. W. A. Miller, chief account- 
ant, becomes auditor. 








5 years from now—every Underwriter 
will have it. Today—it gets imme- 
diate entree and sells business. 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
The only place to get the whole 
idea and the correct selling methods 
that go with it is in “The Essentials 
of Life Underwriting” by Abner 
Thorp, Jr. 
The Diamond Life Bulletins, 420 East 
Fourth Street, Cincinnati, Ohio | 
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Disability Cost 
Increases Soon 


(CONTINUED FROM PAGE 3) 


last minute. As it is, home offices have 
had a heavy demand for disability cover 
in the past few weeks, in view of defi- 
nite knowledge of some change, but had 
the old rates been continued until next 
June the avalanche of business on the 
old unprofitable basis would have made 
useless the changes in rate and form for 
some time. 


Costs More After Dec. 31 


Beginning with the new year, disabil- 
ity cost will be up on an average nearly 
50 percent. The Mutual Life and New 
York Life have both increased their 
scales by that amount. Others have a 
similar plan in view and will announce 
it very soon. These increased rates ap- 
ply to the old form for the present and 
then will be reduced in June to conform 
to the restricted coverage to be granted 
at that time. 

Not only is this drastic step being 
taken at this time, but the companies are 
taking this opportunity to right their 
disability departments generally and are 
correcting the even more troublesome 
factor of rates on female risks. Both 
the Mutual Life and New York Life are 
doubling rates on female risks, the first 
by extra charge and the second by re- 
duced benefits. This will rectify this 
very disturbing phase of the business 
and it is expected that this action will 
be generally followed by others. 

It is now believed that disability cov- 
erage will go on a sound basis and, as 
soon as the experience under the old 
rates and forms has been lived down, 
this department will be on a profit basis 
instead of a heavy loss basis, as hereto- 
tore. 


Volume Significant in 1929; 
H. F. Tyrrell Reviews Year 


(CONTINUED FROM PAGE 3) 


ing company may be stated to reflect 
similar experiences all over the United 
States. The average daily policy loan 
output of this particular company is 
$73,000. 

“On Oct. 31, 1929, it placed over 
$620,000 im such loans, and for the 
greater part of the month in question, 
it averaged approximately $400,000 a 
day. It is noteworthy, too, that this 
company did this despite its contract 
right to defer payment on applications 
for such loans for a period not exceed- 
ing 90 days from the date of application. 

“The first thought in reading about 
this wholesale borrowing on policies 
naturally goes to the seriousness of the 
situation. Men must have been in dire 
extremities to borrow so heavily on 
their life insurance policies. True; but 
on the other hand, there is the thought 
that these policies were property on 
which they could borrow. 


Market Break Opens Eyes 


“The break in the stock market opened 
the eyes of many so-called investors to 
the fact that there is ‘fools’ gold’ in 
the financial world as well as in the 
mining world, and it would seem that 
it had also shown these same dauntless 
spirits that in their life insurance policies 
they have really and truly a species of 
Property which may save them from 
financial ruin when all else has failed. 

“Will this unusual borrowing have a 
tendency to increase lapses? Possibly: 
hut the loss consequently sustained will 
be more than compensated for by the 
extra volume placeable by proper use 
of the condition as a sales argument. 
There never was a time in all the his- 
tory of life insurance when service and 
value could be so forcefully stressed as 
at the present moment. 

“Of incidental importance in this 
Stock market situation is the effect it 
may have on investments of life insur- 
ance companies. There have been those 
in official state and company positions 














TRusT COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


CALIFORNIA 


The oldest Trust Company 
in the West 


Wells Fargo Bank 


Union Trust Co. 


SAN FRANCISCO 
Since 1852 
Trust Department established t8o2 











[LLINOIS 


NEW YORK 





The Chase National Bank 
OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 


VICE PRESIDENTS 
Reeve Schley George E. Warren 
SECOND VICE PRESIDENT 
eorge A. Kinney 
PERSONAL TRUST OFFICER 
eorge I. Pierce 
CORPORATE TRUST OFFICER 

oward F. Walsh 
ASSISTANT TRUST OFFICERS 
Edward S. Dix Oli B. Hill Vincent L. Banker 
George J. Runge ee Frederick Pintard 











LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 


CHARTERED 1822 


The City Bank Farmers 


Trust Co. 
22 William St. NEW YORK 
Temporary Offices—43 Exchange Place 


adison Ave. at 42nd St. 
5th Ave. at 43rd St. 
181 Montague St., Brooklyn 
London, England 


Branches 











THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 


Articles that click! 


Appear in every issue of 


The Accident and Health Review 


The progressive accident and health man 
cannot afford to miss them. 


CHICAGO 
Earle H. Reynold 
“PRESIDENT 


Floyd B. Weak! 
SECRETARY & TRUST OFFICER 


R. B. Upham 
VICE-PRESIDENT 











Published Monthly 
The Accident and Health Review - A1946 Insurance Exchange 


$2.00 a Year 














who have openly advocated legal per- 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


Make 1930 


your best 


accident and health year 


Our FREE circular 


ee FULL FACE THEREAFTER 
ay ‘aan you now AND PREMIUM REDUCED 20% 
0 dao 1s. 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 
thie verte cent Covcurlee {|| Write for Sample and Particulars 
terhead and mail to 


The A. & H. Review 


Insurance Exchange 
Chicago 


This is one of many unique contracts 
issu y 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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A PURELY MUTUAL 
Company / 


if You Have Knocked 
the “‘T”’ Out of ‘‘Can’t’”’ 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 
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THRIFT MUST BE SOLD 


UNITED LIFE 


Concord 


In this age of installment buying the 
role of the life underwriter has assumed 
new importance. He stands alone as the 
only. real salesman of thrift. We are 
urging every member of our agency 
force to make an extra effort on Life 
Insurance Day, Wednesday, January 22, 
to perform some special act of thrift 
selling. 








INSURANCE COMPANY 


AND ACCIDENT 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the atom That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
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Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special P Producer’s Clubs 
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THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
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CEDAR RAPIDS, IOWA 
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GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 














mission for life insurance companies to 
invest their funds in well selected stocks 
of well managed corporations, on the 
theory that this would advance the best 
interests of the public through greater 
opportunity for new construction and 
general expansion. 
Life Funds Are Left Intact 


“This suggestion is appealing, and it 
may have been potent except for the 
crash. The fact is that the billions of 
dollars of policyholders’ trust funds held 
by the life insurance companies of the 
United States were preserved intact, and 
no doubt of their security is entertained. 
What future exigencies may demand for 
the investment of life insurance funds in 
stocks are left for time and the event. 

“The year 1929 emphasized the fur- 
ther decadence of assessment life insur- 
auce by the adoption of the legal re- 
serve plan by several of the leading as- 
sessment associations. It also saw in- 
creased activity in buying and selling 
companies by persons interested in 
financial gain. 

Three Leaders Taken by Death 


“As to personal features of the busi- 
ness, it is gratifying to note that death 
invaded the ranks of prominent execu- 
tives sparingly, but in its visitation it 
took away three of the most prominent 


life insurance officials in the United 
States: Haley Fiske of the Metropoli- 
tan, Louis F. Butler of the Travelers, 


and David F. Appel of the New Eng- 
land Mutual. 

“Other personal aspects were the 
election of Frederick H. Ecker to the 
presidency of the Metropolitan and the 
election of Calvin Coolidge to the di- 
rectorate of one of the prominent New 
York companies, the choice of Byron K. 
Elliott to succeed Claris Adams as sec- 
retary and general counsel of the Amer- 
ican Life Convention, the election of 
S. T. Whatley of Chicago as president 
of the National Association of Life Un- 
derwriters and the resignation of Col. 
Joseph Button as commissioner of Vir- 
ginia and as secretary of the National 
Convention of Insurance Commissioners 
to accept the presidency of the Union 
Life of Richmond. 

“The year 1929 was a record-breaker, 
but the prospect for 1930 and immedi- 
ate succeeding years is for still greater 
increase in volume, and a decided im- 
provement in supervision, management 
and service.” 


Reinsurance Business 
Goes to Lincoln National 





The Southland Life will not continue 
the reinsurance department of the 
American Life of Dallas, which it has 
taken over. The Southland will con- 
tinue all the direct agency business. The 
reinsurance ‘business has been turned 
over to the Lincoln National Life. A. 
C. Bigger, president of the American 
Life, has sent out letters to his company 
customers notifying them of the change. 


Interesting Conservation Movement 


Henry G. Wischmeyer of the Cleve- 
land Safety Council reports interesting 
results growing out of a contest inaugu- 
rated among the department stores of 
Cleveland for the best records among 
their truck and delivery drivers as to 
accidents. 

This has put the drivers on their 
mettle and has resulted in a reduction 
of accidents and mortality. The move- 
ment is gaining momentum in Cleve- 
land, and other cities are making inquir- 
ies with a view to trying out the same 
plan. Mr. Wischmeyer is general agent 
for the John Hancock Mutual Life at 
Cleveland. 





Dividend Scales 
Remain Steady 


(CONTINUED FROM PAGE 3) 


The only possible avenue for further 
cost reductions for the coming years is 
that which has been suggested by some 
of the active officials, a plan which has 
been tested in a small way by several 
of the companies. This is the procedure 
of passing on to policyholders the sav- 
ing in overhead through quantity pro- 
duction. This, the rule in all other busi- 
ness, has been urged on life insurance 
for some time, and in recent years sev- 
eral companies have adopted the plan 
for $5,000 units. 

It is now believed by some executives 
that this will some day be extended to 
larger units, with a scale of reduced 
costs, following the quantity of protec- 
tion purchased. This will not be a divi- 
dend factor, but it is regarded as the 
only means of net cost reduction which 
will be available for some years to come 


Prudential Distributes $71,000,000 


Dividends amounting to $40,999,832 
for industrial policyholders alone are 
announced by the Prudential. In his let- 
ter of announcement President Edward 
D. Duffield describes this as “a more 
liberal dividend apportionment than has 
ever ,been made by any other industrial 
insurance company in any part of the 
world.” 

The Prudential also exceeds its own 
high record for dividends on ordinary 
policies, or those on which premiums are 
paid annually, semi-annually or quar- 
terly. For these dividends of $30,031,136 
havé been set aside, or an increase of 
$2,986,041 over last year’s allocation. 


Metropolitan’s Big Distribution 


The recent declaration of Frederick H 
Ecker, president of the Metropolitan 
Life, that holders of dividend-paying life 
policies would suffer no loss of dividends 
as a result of the stock market collapse, 
was borne out by action of directors of 
the Metropolitan, Tuesday in approving 
the largest dividend total ever declared 
for the company’s industrial policyhol- 
ers. The amount declared for 1930, sub- 
ject to approval of Superintendent Con- 
way of New York, is about $38,000,000, 
a substantial increase over the record 
declaration of a year ago. 

While the bulk of the dividends will 
go to policyholders in the form of pre- 
mium credits ranging in scale from 
seven to 26 weeks, there are included 
also mortuary and maturity dividends on 
claims arising in 1930, of from 2% to 25 
percent of the face of the policy. 

Also provided are equalization divi- 
dends on similar claims, by which the 
present-day benefits of industrial policies 
are generally made retroactive to include 
policies of similar class but which were 
issued under earlier tables that provided 
lesser benefits. In certain instances of 
policies of long duration, these equaliza- 
tion dividends, together with the pre- 
mium credits and mortuary dividends 
under the present declaration, will re- 
sult in the original benefit being prac- 
tically doubled, while the cost is reduced 
by one-half. 

Including the declaration for 1930, the 
Metropolitan will have paid or credited 
to its industrial policyholders more than 
$267,000,000 in dividends and bonuses. 


Danielson Succeeds Magovern 


C. A. Danielson has succeeded R. P. 
Magovern as secretary of the Surety Life 
of Kansas City, Mo. Mr. Danielson 
formerly was assistant secretary and 
treasurer of the Bankers National Life 
of Kansas City, having been with that 
company for about two years. 
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Life Underwriting,” will be 


talking it—act, now. 
Underwriting.” 











SAVE $12.00 


After January 1, 1930, , es price of the New prainiog Course, “The Essentials of 

$36.00. Until then it is $24.00. I 

“Life Insurance as a Property Investment” 
Write to Abner Thorp, Jr.—ask for “The Essentials of Life 

The Diamond Life Bulletins, 420 East incinnati, Ohio. 


you care to cash in on 
before 150,000 other Underwriters are 


Fourth Street, C 
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Veteran General Agent Says App Sans 
Settlement Is Incornplete Service to 


Clients and Cause of Reduced Sales 


A life insurance man’s service to his 
clients is incomplete, and sometimes 
even useless, unless he secures full set 
tlement with application, M. L. Wood 
ward, general agent of the Northwest 
ern Mutual Life in Detroit told the 
Asheville (N. C.) life underwriters as 
sociation at a meeting a week ago. H 
subject was “Why Do Not More M« 
Pay for Life Insurance When Applying 
for It?” 

“In the year 1920 a certain man of my 

juaintance entered the life insurances 





isiness,” Mr. Woodward sai hat 
same year he lived through days mx 
ety that we all will face if we tak 
many applications where payment is not 
made During h ff r } took a 
made. uring his first year he took ; 
man’s application. It was not prepaid. 
The policy was issued. Subsequent t 


examination the applicant developed 

case of renal colic. The compa 
so advised and a wire was 
he agent to hold up delivery. 


1] 


received ry 


Limitations on Payment 
May Invalidate Insurance 


‘There are two times when payment 
be received, either when the appli- 
cation is made, or upon delivery of the 
policy provided the applicant enjoys 
good health. The agent prayed for days 
that the man might live, not only be 
cause he did not want him to die, but 


because he did not want to feel he had 
robbed the man’s estate of the proceeds 

f the policy—all because he did not ask 
for settlement when taking the applica 
tion. Since that time he has not written 
a man without receiving settlement on 
all or at least a part of the insurance 
applied for. 

‘Why are there not more prepaid ap- 
plications? Why are so many salesmen 
unwilling, or afraid to linger a few mo- 
ments longer with a probable buyer and 
get payment rather than to have a 
guessing contest on their hands for 60 
days as to whether the man will buy. 
All sorts of barriers may prevent you 
from getting the money later that in 













ny was 
. } 











) mMOst cases you can just as well now. 
Here are a few: 
Some Reasons Why Applicants 
May Not Pay Later 
“1. If your applicant woul t 
cept a contract that insured him for o1 
11 months and three weeks out of ever 
vear, why would he accept a cc 
that would not insure him for the weel 
following his application for th 
ance? Is the week following Dec. 141 
the year 1930, 1931 or 1932 more d 
gerous to any likely c ge 
than the corresponding week 129 
r€ nni today ? 
2. A man may apply He d 
ke payment He goes back 
hi and br: vbout the good t 
the doctor say las ‘Just got exan 
ed in the Life Insurance Com- 
pa he may say. A friend in the 
ce, — th aPesaces 0 may ci 
ut wi this, ‘Mr. Smith of the Pre 
ferred is takin ng care of me. Guess hx 
Oks after most of us in this office. H 
s a fine fellow Gives good service. 
Why not be examined in his company 
He will treat you right.’ The friend 
may even tip an acquaintance of his 
the business off on this possible sal 
This is a common cause for delayed ac 
tion or no action Competition enters 
the picture often in a situation like t 
Why then open the doors to competit 


vhen you can close them? 


Applicant Warmer When 

Written Than He Is Afterward 

“3. Suppose an application, not paid 
for, is held up—more information from 


the applicant or his physician is desired. 
Che applicant might get panicky. Many 
times he does. He may apply some 
where else. The agent in the second 
company hurries the issuance of the 
policy. He gives the reasons. The ap- 
plicant grabs the first that comes. A 
man is warmer on the subject of life 
insurance when written or examined 
than at most any other time. The agent 
who does not give his all then is losing 














, out on a nice volume every year that h 
mi have loo many are too indiffer 
ent to the proper use of a good five or 
ten minute talk on ‘Why not buy now 
rather than a week from now?’ 
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ive orgotten 1 ell y ne 
Another ipplicati i ditional 
policy comes much easier where a mat 
bought in whole or in part when appl 
ing. 

“Ss If a man wants to talk it over 
with his wife, have him apply first and 
have the talk when the contract itself— 


the thing to talk about—is before them. 
It he is not batting at par she need not 


know he is damaged goods. Try it. It 
works. 
“6. <As the final clincher for the man 


who still insists on waiting for the con- 


The Lincoln National Life office in your 


town olfers complete brokerage service 





Averages App a Day 














MISS ROSE LL. ROCHE 
kk e, who entered the 
C1 ge & Fabling, Denver 
‘ e Pa Mutual 
fe, \ugust t ir, without pre 
’ ra rience s turned 
1 t 000 r insur- 
ce i I a ) day 5. 
Her larg ‘ i of $98,632 
to the manager f a large paper com 
i Ti é er appli- 
cat 1 tT 20,000 OF ¢ Ca l 
Not 1\ was Miss N he without 
previous insura expenrence betore 
joining the Fabling & Fabling force, but 
she never had done any selling. She 
had trained to be a teacher in her home 


at Hastings, Neb., but fate directed her 


course to Denver. 


paying, I offer the follow- 
put me over many a time. 
wrote a man. Settlement 


tract before 
ing. It has 
Suppose you 


was not given with application and pol- 
icy 


was issued. Assume the man had 
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Censulting Actuary 
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J. McCOMB 


I e .COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves , Surrender 

Values, etc., Calculated. Valuations 

and Examinations Made. Policies 
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a Law of Insurance « 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 


2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4 Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 

We welcome to our Ranks only serious-minded men of 


character 
eess—and to whom we offer excep’ 
ftable contracts. 


and integrity—men who are intent upon suc- 
liberal 


and prof- 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE 


COMPANY 


Cincinnati, Ohio 























The Life Insurance Company of Virginia 


1871 


OHN G. WALKER 
hairman of the Board 


58 Years of Existence 
BRADFORD H. WALKER 
President 


1929 


Richmond, Virginia 








THE NATIONAL UNDERWRITER 


died or his days were numbered. Pic- 
ture to your applicant a situation like 
this and ask him if he would want to 
place you in the position of having to 
go to his wife and tell her you were not 
a good enough salesman to get her hus- 
band to pay for the goods he wanted to 
buy. You generally have a_ strangle- 
hold when this is used. 


Says Most Men Do Not 
Know How to Buy 


“Most men do not know how to buy 
life insurance. Our mission is to aid the 
buyer to buy. Why should men know 
there is any other way to buy it than to 
pay for it when applying for it? Domi- 
nate the interview. Assume he will give 
it. Tear off the binding receipt and ask 
for payment. You will not get it unless 
you do. 

“There is much talk of a temporary 
depression. No doubt there is one and 
it will remain so as long as men do not 
attend to their own business. There is 
no question but what the crash in the 


stock market — terrible punishment 
though it was to so many—will make 
many stop, look and listen, and more 





easy to approach on the values or cer- 
tainties. The best game of life is play- 
ing safe. There is no use for the aver 
age man, who has his own business to 
know and look after, to try and out- 
guess some who are not so dumb. Peo- 
ple will be demanding to know, not 
only what a thing is worth today, but 
how much will it be worth tomorrow. 


December 27, 1929 


“The owner of a life insurance con- 
tract knows its value while alive or dead. 
The values remain unchanged through 
the passing of time. The words ‘guess’ 
or ‘chance’ have no place in the lan- 
guage of life insurance. While stocks 
have skidded, and though you cannot 
predict with any degree of certainty 
what a bond may be worth tomorrow. 
the loan values of one’s policies are 
fixed. For every year, past, present and 
future, they are calculated to a penny, 
It is a great relief to many to know 
where they may turn and know there jis 
a dollar that is worth a dollar. 

“There are some hills that no auto- 
mobile could negotiate on high. A 
change to second and first is necessary 


to reach the top. Upstream and 
against a heavy wind requires much 
more strength to get the boat where 


So we have to change our 


you want it. 
the socalled depressions 


speed when 
hit us. 

“If we would double, treble or quad- 
ruple our efforts—and most of us can— 
we would more than double, treble or 
quadruple our incomes. The extra mo- 
mentum and power we generate makes 
our talk more effective—easier sales. 





Most any of the everyday stock phrase 
barriers may be swept away. There are 
few life insurance salesmen who could 
not crowd several ordinary months’ 
production into one month if they re- 
solved now to plan for the next 30 days 
and not allow a single thing to upset 
them from carrying out their plans.” 
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Each day a boy spends in college is 

worth $125.—Harvard University. 
. e = 

A lot of people would buy life insur- 
ance if the agent would keep still long 
enough for the prospect to have a 
chance to say he'll take some.—Simon 
D. Jones, Connecticut Mutual Life. 

* * * 

Nearly 60 percent of the 8,665 old 
people in the New York state alms- 
houses are under 70 years of age. 

ee 

Less than 1 percent of American men 
are college graduates, and yet 55 per- 
cent of our presidents, 36 percent of our 
members of congress, 62 percent of our 


men in “Who’s Who” are out of that 1 


percent. 
* * * 


Building and loan associations have 
grown in ten years from about 4,000,000 
members with approximately $2,000,000,- 


savings of $7,000,000,000.—Maga- 
Wall Street. 
* * * 

Only 2.7 percent of the national in- 
come is being devoted to the payment 
of life insurance premiums, As far back 
as 20 years ago the percentage was 


with 
zine of 




















™£ UNITED STATES LIFE '38uRAnc® 


Organized 1850 in the City of New York 


Non-Participating Policies Only 


Over 78 Years of Service to Policyholdere 
Geed territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 
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about 2 percent.—M. A. Linton, Provi- 
dent Mutual Life. 
* * @ 
Life insurance can be used as a clean- 


up fund to provide for: Funeral ex- 
| penses, cemetery lot, doctors’ bills, ac- 
cumulated bills during final illness, 
mortgages, loans and taxes. 

~ = « 

Life insurance can be used by young 
women for: Protecting dependents, in- 
ducement to thrift, as a safe investment, 
as an old age retirement income. 

* * ® 


The wife at home is frequently the 


| reason why the husband is inadequately | 


insured. The life underwriter sometimes 
must work on her. She would rather 
have a new radio, a new fur coat or 
something equally attractive and will 
veto the idea of more _ insurance. 
Women have a big hold on the family 
purse and they need to be educated to 
the value of life insurance. Often a 
call at the home of the prospect and a 





secretaries of state, 69 percent of our | 
supreme court judges and 72 percent of | 


000 on deposit to 11,000,000 members | 


FACTS and FIGURES 


piled by C. D. Spencer 








conversation with the wife will help a 
great deal in getting a signature on an 
| application. 

| * * * 








_The institution of life insurance is 
| bigger than any mere company or any 
| special policy—dividend record, or com- 
| petitive element.—S. T. Whatley, presi- 

dent of the National Life Underwriters 
| Association, 


* * * 


“If the modern underwriter hopes to 
measure up to the man of today, and 
take his place in the world’s workshop 
along with other specialists doing the 
things that really count, then he must 
be a trained  underwriter.”—Orville 
Thorp, late president National Asso- 
ciation of Life Underwriters. 

~ «x x 


Excellent prospects for life insurance 
may be secured by studying the news- 
papers for men who are starting in busi- 
/ness, selling their business, changing 
positions, inheriting money, marrying 
| and countless others. 

* * . 


An analysis of 100 Indiana estates 
shows: Those under a half million had 
a shrinkage of 14'4 percent, those over 
a half million a shrinkage of 22% per- 
cent, the average being 18.2 percent.— 
New York City Trust Co. 
| ** @ 





Unless a man will figure how to live 
| On about 10 percent less than the amount 
| he earns, his widow may have to figure 
| how to live on 75 percent less than 

that amount. The 10 percent saved in 

life insurance will provide 100 percent o/ 

income for the widow, or for the hus- 

| band himself in his old age—Agency 
Bulletin. 
i 


“If a man does not provide for his 
children, if he does not provide for all 
those dependent upon him, and if he has 
| not that vision of conditions to come, 
| and that care for the day that has not 
yet dawned, which we sum up in the 
whole idea of thrift and saving. then he 
has not opened his eyes to any adequate 
substance of the human life. We are 
here in this world to provide not for 
self, but for others. That is the basis 
| of economy.”—Woodrow Wilson. 
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Ww. L. MOODY, JR. WwW. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretery 


SHEARN MOODY T. L. CROSS 
Vice-President Vice-President 


American National 
Insurance Company 
GALVESTON, TEXAS 
$568,557 ,042.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentuchy North Carolina West Virginia 
Michigan South Caroline 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Lew 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


Ethelbert Ide Low, 
Chairman of the Board President 
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HOME § LIFE INSURANCE 


COMPANY 


of New York 


A COMPANY OF OPPORTUNITY 


James A. Fulton, 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 


256 Broadway, New York 


























UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
HOME OFFICE ing basis. 
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Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies |§ Double Indemnity 
Preferred Risk 6%, Guaranteed Disability Income 
Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 


Age Limits: Income 
1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE GREENSBORO 
President North Carolina 


MORE THAN 350 MILLIONS IN FORCE 














INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P. W. CHAPMAN & C0, INC. 


Insurance Stock Departmen: 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK 
































“How Old Is Your Wife?” 


+ 


AVE you ever asked your prospect that question—or something of a 
similar and personal nature, and then noticed his involuntary reaction? 
In nine cases out of ten, you have read resentment in his voice or 
manner. {[ And yet, common as that experience is, the majority of Underwrit- 
ers still persist in the practice because they have been taught that such _ inti- 


mate, personal questioning is necessary in order to “diagnose the case” prepara- 
tory to submitting an “Insurance Program.” ‘{ “But,” you may ask, “what’s to be 
done about it?” “How am I to get information about a prospect unless I ask 
for it, and how am I going to diagnose his case and prescribe the proper Life 
Insurance protection for him unless I do secure such intimate and _ personal 
facts?” {| Now, let us ask you oneP “Did you ever know a salesman of bonds, 
stocks, real estate or mortgages to ask his prospects a lot of impertinent, personal 
questions before presenting the merits of his investment?” No! It simply isn’t 
done. {/ And now, for our little bomb-shell. It has been found by certain ad- 
vanced thinkers in this business that this “third degree’ is no more necessary in 
selling Life Insurance than it is in selling stocks and bonds. It has been proven 
that Life Insurance can be sold on an absolute parity with any other form of 
property and that the Life Insurance Underwriter can make just as clean-cut and 
inoffensive a presentation of his type of investment as the typical high-grade 
bond salesman. {| Please don’t misunderstand us. We do not deny that the funda- 
mental principles of “Program Insurance” are sound. They are, but in our opin- 
ion, the present method of going about it is entirely wrong, because no kind of 
selling is effective which automatically antagonizes nine out of ten prospects ap- 
proached. ‘In contrast with such a difficult and impertinent method, how would 
you like to know about a plan of presenting Life Insurance as an investment 
—a method so logical, so attractive to the buying public, and so entirely free 
from affront and aggressiveness that the prospect, in the great majority of cases, 
will thank the Underwriter at the close of the interview for a valuable new idea 
instead of wanting to eject him from the office in a spirit of resentment and ir- 
ritation? {|We have prepared a booklet entitled “The Swing of the Pendulum,” 
which will tell you about this new interpretation of Life Insurance and the new, 
wonderfully effective selling method based upon it. The booklet is free. 
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